


This series of car- 
toon cuts, “Hints to 
Salesmen,” is 
being repeated at 
the request of 
many agents and 
policyholders. The 
Reserve Loan Life 
was one of the first 
companies in the 
country to use car- 
toons and humor 
in its sales 
messages. 
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LIFE INSURANCE 1S THE CORNERSTONE OF BIG BUSINESS 


Without life insurance business and industry can- 
not successfully endure—for life insurance—the 
true cormerstone of all commercial endeavor—has 
passed the acid test of depression years as has the 
Reserve Loan Life—with its complete agency equip- 
ment. Write for details on our non-forfeitable 


renewal contract. 





( FRIDAY. APRIL 10, 1936 











National Underwriter’ Life Insurance Reports 


the outstanding new deve 


UNIQUE 


lopment of 


MANUAL-DIGEST 


THE 193 





NATIONAL UNDERWRITER LIFE INSURANCE REPORTS 


Financial Reports on 


Name of Life Insurance Company 
i Address, City, State 


Incorporated as a stock company Sept., 1905, an 
mess July, 1906, with a paid in capital of $100;000 and surr’ 
The authorized capital was $300,000, of which $225,000 w: 
share by the end of 1909, creating a contributed surplu 
was returned to stockholders without interest in 1923 and 
of the authorized capital was sold in 1923 a 
stockholders are now limited to 10% of par 
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The following provisions apply to old as well as 


Retroactive Practices: 
new ‘policies irrespective of contract: days of grace (interest waived), 








dividend options, right to name irrevocable beneficiary, reinstatement, change Eas to 

of plan aftr 5th year. by difference in reserve, excess interest on proceeds y use and 
left: with company, non-participating business made participating, and post- 
Disability and double indemnity granted to old policy- 


holders, limited to clauses in use at time of issue. 
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Government Units 
Monopolize Field 





fam Mortgage Financing in Mid- 
west Closed to Private 
Interests 


INTEREST RATE TOO LOW 





Farm Leaders and Business Men Pre- 
dict Return to Higher Levels 
in Few Years 





LINCOLN, NEB., April 9.—Surveys 
recently concluded show that the fed- 
eral land banks and allied government 
finance corporations are rapidly monop- 
olizing the farm mortgage field in the 
midwest. Since government rates were 
cut and the drive for transferring own- 
ership of mortgages from insurance com- 
panies and other private hands to those 
of the government, back in October, 
1933, there have been filed in Nebraska 


a total of $163,178,000 of farm mort- 
gages, 66 percent of which represent 
farm loans in the state made by the 
federal land bank at Omaha and the 
land bank commissioner. A recent re- 
port of the land bank indicated that it 
now holds in excess of 60 percent of all 
farm mortgages in the four states in 
which it operates, Nebraska, Iowa, Wy- 
oming and Colorado. 


Only 7 Percent New Loans 


Of the Nebraska loans, an inspection 
shows that only 7 percent represent new 
loans. Most of the remainder represents 
refinancing of old loans with govern- 
ment agencies at a lower basis than was 
lormerly paid for the use of private 
capital. Very few of the life insurance 
companies have indicated a desire to 
compete for the business, as long as the 
sovernment rates on the best loans are 
as low as at present. For years they did 
business on the basis of 5 percent, be- 
lieved to be a low rate for loans that 
have been proved to be a higher risk 
‘tan was estimated, and which makes 
lor a little profit for companies over and 
above reserve demands. Some farm 
loans are being placed with insurance 
‘ompanies for special reasons, and the 
ans are acceptable. Land prices have 
Hereased, but the demand has not been 
bead enough to move very much of 

€ acreage the companies as a whole 
rg in the state. An optimistic idea of 
ne Situation is held by farm leaders and 
: mess men, and a higher level is pre- 
icted for the next year or two. 











New York Legislation 


: hey New York legislature has passed 
oa Providing that a mutual life, health 
er er company must have a sur- 
pic at least $100,000, which may be 
on ed by advances to the company 
The subdivision 10 of section 71-A. 
sin - bill limiting first year expense on 
Sle premium life and annuity con- 


tracts to 4 
: percent instea 
was also passed d of 6 percent, 





Type of Buyer Shows What 
Life Insurance Signifies 





G. S. NOLLEN ANALYZES SURVEY 





President of American Life Convention 
Finds Significance in Fact Recent Pur- 
chases Represent Cross Section 





DES MOINES, April 9.—The kind of 
people who buy life insurance shows the 
kind of institution life insurance is, was 
the comment made on a recent survey 
of the American Service Bureau by G. 
S. Nollen, president of the American 
Life Convention and of the Bankers Life 
of Iowa. 

The survey covered December, 1935, 
and showed more than 96 percent of 
buyers applied for amounts of less than 
$5,000, while 71 percent were for an av- 
erage of $2,000 or less. Nearly all were 
small income people. 

Executives and owners of businesses 
represented 2.42 per cent; 11.22 percent 
were farmers and ranchers; 23.64 per- 
cent housewives and children; 10.38 per- 
cent skilled and semi-skilled workmen; 
11.3 percent employes in retail and 
wholesale trades; 6.11 percent profes- 
sional people; 8.58 percent government, 
utility and railroad employes; and 9.11 
percent salaried office workers and serv- 
ice employes. 

All Kinds Are Buyers 


“The kinds of people who buy life in- 
surance policies are all kinds of people,” 
Mr. Nollen observed. “They are a cross- 
section of the American public. They 
range from the top to the bottom and 
all classes of people are included among 
those who look to life insurance to bring 
a measure of financial stability to the 
lives of themselves and their families, 

“Life insurance is truly a national in- 
stitution, from the standpoint of repre- 
senting all kinds and conditions of men 
and women. It is an institution of na- 
tional importance, from a standpoint of 
being an agency for social security for 
so many people, but also because the 
vast funds of life insurance are invested 
in carefully selected obligations of the 
most substantial business institutions in 
all parts of the nation. The contribu- 
tors of 60 million policyholders to the 
various companies produce funds which 
are invested’in all kind of industry in 
all sections of the country. The invest- 
ments of life companies are in railroads 
and public utilities, in farms and in 
homes, and in every field of legitimate 
business and industry. 

“Thus we see that all kinds of people 
are putting their money into life insur- 
ance savings and that these savings go 
in turn into all legitimate channels of 
business and trade to build up the eco- 
nomic stability of our nation.” 

Mr. Nollen noted a tendency in life 
company investment policy to place 
much more funds in urban mortgages. 
The “Federal Home Loan Bank Re- 
view,” he said, reported that in Janu- 
ary 47 of the larger life companies in- 
vested $29,576,632 in urban mortgages, 
as compared with only $27,143,382 in 
the first four months of 1935. These 
mortgages bought in January repre- 
sented 14.7 of all their investments in 


the month, the highest percentage of ° 











National Convention Plans 
To Be Made at Kansas City 





GROUPS MEET APRIL 16-18 





Officers and Councillors of National As- 
sociation to Confer Following 
Huge Sales Congress 





KANSAS CITY, April 9.—Final ar- 
rangements have been made for the 
three life insurance meetings to be held 
here April 16-18. The Missouri Life 
Underwriters Association will meet in 
executive session April 16 at the Hotel 
Muehlebach. 

The Life Underwriters Association of 
Kansas City will hold its annual sales 
congress in the new Municipal Audi- 
torium, April 17. Following greetings 
from the National, Missouri, Kansas and 
Kansas City associations, and from the 
Missouri insurance department, Holgar 
J. Johnson, Penn Mutual Life general 
agent, Pittsburgh, will open the con- 
gress with a talk on “Trends.” Horace 
Mecklem, general agent, New England 
Mutual, Portland, Ore., will follow with 
“On Your Toes Agents—On Your 
Toes!” 

Opens Afternoon Session 


Harry T. Wright of the Equitable 
Life of New York at Chicago opens the 
afternoon sessions with “What It Takes 
to Make a Million-Dollar Producer.” 
Paul F. Clark, general agent at Bos- 
ton for the John Hancock, will talk on 
“The Successful Life Underwriter,” 
and Lester Schriver, Aetna Life gen- 
eral agent at Peoria, and president of 
the National association, closes the 
meeting with “A Century of Progress.” 

The National association’s general 
agents and managers section meets the 
afternoon of April 17 to discuss commit- 
tee reports and decide the program for 
the national convention in September. 
It will also finish working out its plan 
to affiliate local general agents and 
managers associations. Kansas City re- 
cently voted to affiliate. Ralph G. En- 
gelsman, Penn Mutual, New York, 
heads the section’s committee on pro- 
gram, and Paul F. Clark is president. 

Where enough members are present 
to make quorums, various National asso- 
ciation committees will meet April 17. 
Among these are codes and ethics, fi- 
nance, legislation, constitution and by- 
laws, membership, educational, and the 
committee on cooperation with attor- 
neys. This last has special business of 
importance to transact. 

The national council meets April 18 
in the morning with councillors and Na- 
tional association officers preparing the 
National convention program and nam- 
ing a nominating committee for that 
convention. 








any month since 1932. The increase be- 
gan in May, 1935, the urban mortgage 
investments in the balance of the year 
totaling $195.269,398, compared to $49,- 
529,408 in 1934 and $29,918,123 in 1933. 
The 24 percent increase in income tax 
collections reported this year, Mr. Nol- 
len said, strongly indicates the more 
prosperous condition of the nation and 
its greater buying power. Life insur- 
ance will participate more than ever, he 
believes, in the people’s well being. 





O’Malley Fails 
to Block Equity 
to Prevent Payment of 


Dividend By the Holding 
Company 





Sues 





CONSIDER MUTUALIZATION 





Missouri Insurance Superintendent 
Issues Lengthy Statement Concern- 
ing General American Life Deal 





WILMINGTON, DEL., April 9.— 
Chancellor Wolcott has vacated the 
temporary order which restrained 
Equity Corporation from paying $732,- 
000 in dividend arrearages to stock- 
holders on its preferred cumulative 
stock. Equity in its answer to the suit 
brought by Superintendent O’Malley 
of Missouri and General American 
Life, stated it had sufficient surplus 
from which to pay the dividend. Mr. 
O’Malley had asked that any profits 
Equity may have made on the sale of 
its General American stock to South- 
western Life and Southwestern Inves- 
tors Corporation be impressed with a 
trust in favor of Mr. O’Malley and 
General American. 


— 


ST. LOUIS, April 9—Any recovery 
effected by Superintendent O’Malley 
through the suit he caused to be filed at 
Wilmington, Del., against Equity Cor- 
poration will eventually go to policy- 
holders of the General American Life, 
since it now appears certain that the 
mutualization of the local company will 
be accomplished within the next sev- 
eral months. 

Directors of the General American 


will meet some day this week to con- 
sider plans for mutualization. Subse- 
quently the plan would be submitted to 
Mr. O’Malley. In a statement issued at 
the conclusion of a two-day conference 
with officials of the General American 
and of the Southwestern Life, Mr. 
O’Malley declared he would approve a 
deserving mutualization plan, but he 
emphasized there is no necessity for 
such a step, saying that the company 
needs nothing more than the manage- 
ment it has had under President W. W. 
Head. 
Trust Agreement 


The 90 percent of the General Ameri- 
can stock now owned by the Southwest- 
ern Investors Corporation of Dallas and 
the Southwestern Life is to be placed 
under a trust agreement with President 
Head, T. O. Moloney and H. H. Lang- 
enberg, St. Louis, as trustees. 

The Wilmington temporary restrain- 
ing order would have prevented the 
Equity Corporation from paying $732,- 
000 in dividend arrearages from the 
$940,000 profit the company is said to 
have made through sale of 47,000 shares 
of General American for $60 a share. 

Mr. O’Malley contended that General 

(CONTINUED ON PAGE 10) 
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Worth-While Ideas Are Presented at Sale 
Congress Held in Cleveland 


The high-powered program offered by 
the Cleveland Life Underwriters Asso- 
ciation at its annual Northeastern Ohio 
Sales Congress drew an overflow crowd. 

Charles E. Hodgman, Mutual Benefit 
Life, Detroit, in “My Experience in 
Prospecting,” outlined his methods 
which have brought him an average of 
$500,000 a year production in medium- 
sized policies. Altogether, he said, 
there are five general prospecting meth- 
ods—use of natural contacts such as 
friends and business associates, the end- 
less change method, circle of influence 
method, selective list method, and cold 
canvass. When Mr. Hodgman started 
out he came from a clerical job where 
he acquired the punch clock schedule. 
He retained this close supervision of 
time when he became his own boss. He 
started out cold canvassing, going up 
one side of a street and down the other, 
taking in stores as well as homes. In 
each of the initial calls he introduced 
himself and his business and, where not 
immediately interested, he endeavored to 
get their birthday dates with the expec- 
tation of calling back before the next 
rate change. 


Works Office Buildings 
from Top to Bottom 


The second year found his territory 
pretty well covered so he made a little 
refinement in his procedure by contact- 
ing the office buildings, starting at the 
top floors and working down. Through 
this method, he was able to make a 50 
percent increase over the first year’s 
production. 

During the third year he began to use 
selective names from the city directory 
and from an alumni list of Michigan 
graduates living in Detroit. 

Whenever Mr. Hodgman sees a friend 
with some stranger he makes it a point 
to get the stranger’s name from the 
friend and some information about him. 
In offices where he has sold one or 
more policies, he endeavors to call back 
on various pretexts in order to come in 
contact with the associates and fellow 
workers of his policyholders. When 
going to lunch, he often sits down with 
a friend who may have someone else 
with him, thus becoming acquainted 
with this third party. He has never 
tried the endless chain method. 


City Directory, Prospect 
Conscious Wife Help 


Distinct helps in selling insurance, 
he said, have been a city directory in 
the home, a wife who is prospect con- 
scious and willing to aid in the selection 
of names, and a phone with an unlimited 
number of calls. 

The plan selected to sell life insurance, 
he said, is up to the individual. Mr. 
Hodgman works on the law of averages. 
His own records show the average num- 
ber of calls required to write a certain 
amount of business. His problem, then, 
has been to see the required number of 
prospects each week. 


More Zest in Selling 
Urged by Boston Woman 


Miss Corinne V. Loomis, associate 
general agent John Hancock, Boston, 
made a hit with her own enthusiasm in 
an address on “More Zest for Selling.” 
Miss Loomis, whose production runs be- 
tween $350,000 and $750,000 a year, 
planted some practical seeds of psy- 
chology and philosophy as related to 
selling. Courage and imagination are 
two qualities most necessary in selling. 
Zest is the driving force which molds 
itself in different ways. There are two 
kinds—inherent and acquired. “It shows 
itself in the way you sit or the way you 
listen,” she declared. “Zest comes from 
within and is not dependent upon age, 





education or wealth. Zest is impossible 
unless you like your work. Be at least 
80 percent of the salesman you could 
be and if you don’t like your work suf- 
ficiently,.get into something else. 

“Fear dissipates zest. Since we are 
all born without fear, it must be acquired 
and can be overcome. We should know 
ourselves and be honest with ourselves. 
The monotony of life has caused wars 
among restless peoples. We must un- 
derstand and expect the repetitions of 
life in order to meet them happily. In 
our business we have routine but there 
is no monotony. Selling situations are 
never alike.” 

Miss Loomis emphasized the need of 
intelligent zest—the “kind that compels 
our feet to take us where our head will 
do the most good. People can expend 
plenty of energy on a job and fail if 
the energy is misdirected. 

“Your mental attitude must be posi- 
tive for successful selling. We must 
learn to be adaptable to meet the vari- 
ous situations. The inability to adapt 


|is a sign of lack of intelligence. If you 
would live zestfully, you must be able 
to adapt yourself. 

“Self confidence comes from knowl- 
edge of yourself, your business, and the 
prospect. If you don’t have confidence, 
you can’t radiate confidence to your 
client. A balanced day will eliminate 
any possibility of monotony. Capitalize 
on the fact that emotional energy goes 
in cycles. 


Cultivate Liking People 
to Sell Insurance 


“Never attempt to do business with 
a person you don’t like. Cultivate liking 
people. The more people you like, the 
more people will like you. If you don’t 
like people you should not be in the 
life insurance business. The successful 
life underwriter must be friendly.” 

Miss Loomis invited the Cleveland 
group to go to Boston for the Na- 
_ tional Association of Life Underwriters 
convention in September. 

Alvin T. Haley, Greensboro, N. C., 








Business Insurance Adapted to 


the Smaller Case 


By J. M. EISENDRATH 
General Agent Guardian Life 
New York City 





Business insurance makes us_ think 
of the higher brackets of life insurance 
selling and somehow we connect it 
solely with protection for large and 
small corporations and _ partnerships: 
but the real scope of business life in- 
surance can definitely get us into the 
higher brackets by more careful analy- 
sis of our operations. 

Logic will do more to make men 
realize their existing needs than any- 
thing. If you were to ask most any 
business man what is closest to his 
heart, I am sure you will agree that 
the majority of answers, if they were 
honest, would be his business because 
it is the source from which comes the 
income, happiness, and prosperity of 
his family. By suggesting anything 
that may improve any situation in that 


business we should create an easy audi- : 


ence. What better medium can we use 
to make him insurance-minded? Since 
almost every man you speak to is a 
business man you can realize the large 
territory this subject can cover. 


Results Depend Mostly 
on Method of Planning 


Results depend mostly upon our 
method of planning and how continu- 
ously conscious we are of opportunities 
before us and how we take advantage 
of them. Business life insurance comes 
under “package selling,’ which has 
been so well and favorably discussed 
during the recent years. It gives us 
that definiteness that makes us better 
equipped when we get before our pros- 
pects because instead of trying to sell 
something, we are there with some- 
thing definite to discuss and sell. 

I admire the man who can go after 
the big cases and close them, but if 
present conditions continue and_ vol- 
ume must come from the number of 
lives rather than from jumbo cases, we 
must keep versatile so we can get be- 
fore a large number of people under 
favorable circumstances and obtain a 
momentum that gets us into weekly, 
nay may I say daily production. 

When we can translate into terms 
that are most familiar to a prospect 
the medium we want to discuss we re- 
duce the resistance in selling. Trans- 
late protection into the mercantile 


terms that a man most readily under- 
stands. For example, I recently sold 
$10,000 of ordinary life for business pro- 
tection to two partners in a shoe busi- 
ness and the argument that clinched 
the sale was the statement that the 
cost of two pairs of shoes per day 
would create sufficient capital to insure 
the continuance of that business, with- 
out which it and the individuals might 
be placed in jeopardy. 


Selling an Idea 
Is Good Approach 


Some time ago, I walked into a sta- 
tionery store in New York which sup- 
plied my office with our needs. I had 
never before met the proprietor, and 
after introducing myself began to praise 
the appearance of his store—if you 
praise anything a man is interested in, 
you can get him to talk. He volun- 
teered the information that his busi- 
ness was 33 years old and his name a 
valuable one. I said, “if I could bring 
you a prospective buyer, could you give 
me some idea about what terms you 
may quote?” Among other details, he 
agreed that $20,000 for good will would 
not be excessive. I said, “you value 
the good will of this business at $20,000. 
Should you pass on tonight, you would 
agree that Mrs. X would negotiate a 
good deal if she could receive just the 
amount you mentioned for merchan- 
dise, fixtures, accounts, etc. If that is 
true, your passing on will create a $20,- 
000 minimum loss which you have not 
protected.” Then I showed him the 
idea of a sinking fund of $1,000 an- 
nually in premiums. He was examined 
the same day for $20,000—the policy 
issued and the premium of around 
$1,000 paid. He recently said to me, 
“Many life insurance men tried to sell 
me life insurance which I thought I 
did not need. You sold me an idea.” 

I have the consolation that I have 
put his house in order. That business 
will function better through my serv- 
ices than it would have without them. 
That is the test—size of case makes no 
difference. 

[This article is composed of excerpts 
taken from the talk given by Mr. Eisen- 





drath before the sales congress at Cleve- 
land.] 








general agent, Massachusetts My 

exemplified the common sense roe, 
of a Will Rogers in his address = 
“What Do You Expect?” He deplore 
the fact that many agents can’t get st 
on their own job, and that so man 
think one has to become a general q - 
to get anywhere. The sales Pg 
said, is a big one. “Most of ys” 1, 
said, “don’t expect enough of life a 
don’t recognize the opportunities befor 
us. 


Mental Attitude Decides 
Success or Failure 


“The mental attitude toward busines 
decides in large measure your Succes 
or failure. The creative salesman does 
not have as much competition as the 
buzzard salesman. The creative Sales- 
man shows his client why he needs ins 
surance and what it will do for him, 

“Our business pays off for what 
we do,” said Mr. Haley,. “When you 
build up a business, no one can take i 
away. Too many expect to fai) whey 
they go into it. They don't think 
enough of their job. Some are too ready 
to listen to detrimental influences. There 
is always one long-faced person in every 
agency who is forever telling what js 
wrong with the company or the job, 
Certain other salesmen feel they don' 
know enough to sell insurapce or that 
something else is wrong. 

“The real reason why some agents 
fail is because they don’t know the value 
of time. We should cut down our loa- 
ing time and remember that the number 
of persons actualiy interviewed is what 
counts. Beyond that, we can improve 
our knowledge and character. 


Agents Should Have 
a Daily Schedule 


“In order to make full use of his time, 
the agent must get down to the daily 
schedule. If you take care of the mit- 
utes, the hours will take care of then- 
selves. I believe in keeping records and 
prospect files but I don’t believe in 
spending all my time at bookeeping. 

“Personality does wonders in the in- 
surance business and personality is just 
a bundle of habits,” declared Mr. Haley. 
“Analyze the really successful men and 
you will discover that they have a smile, 
are friendly, sympathetic, and under- 
standing. You can improve your habits 
It is easy to discover what makes people 
like or dislike others. Be a good listener 
for one thing and don’t be forever tell 
ing about your own business and trou 
bles. It is likewise bad to display too 
much knowledge without an invitation. 
Don’t instruct people unless they call 


for it. Poor losers are among those dis- 
liked. Nosey people are also disliked. 
Likewise the over-solicitous  persot. 


Check up on yourself.” 


“Stealing Time” Presented 
by Union Central Men 


A playlet, “Sentenced,” was produced 
by special arrangement with Miss Olivia 
Orth, insurance damatist, and enacted 
by members of the Union Central Life's 
Cleveland agency. A court trial was 
shown wherein an agent was accused 0! 
stealing time from himself. Time, 
was brought out, is the most precious 0! 
all things and time control is an esset- 
tial. The cast consisted of L. 
Fletcher, R. A. Elder, R. R. Kalbrunnet, 
and H. J. Schaffer. The audience acted 
as the jury and rendered a guilty verdict 
to all who would squander time. 

Julius M. Eisendrath, New York mat- 
ager Guardian Life, and member of the 
Million Dollar Round Table offered 4 
practical business insurance approach 
for smaller concerns. 

Lynn S. Broaddus, new Chicago mal 

(CONTINUED ON LAST PAGE) 
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Bowen of Ohio in Warning 





SENDS BULLETIN TO OFFICES 





Urges Companies to Scrutinize Closely 
Offers to Take Over Depreciated 
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anies and fraternals operating in Ohio 
hy Superintendent Bowen to scrutinize 
arefully offers by brokers and _ pro- 
motors to exchange mortgages or real 
state for similar investments of ap- 
parently greater value. The department, 
yhich is in process of examining mort- 
ages and real estate accounts of all 
(hio companies and_ societies, Mr. 
Bowen said, has come to the conclusion 
, large share of poor loans has been 
{ue to appraisals reflecting physical or 
reproduction values instead of market 
values, and urges the securing of ap- 
praisals by competent, independent ap- 
praisers who have no interest in the 
Joan or transaction. 


Many Offers of Exchange 


Organizations having pass books or 
deposits in closed banks and building 
and loan societies, he said, have been re- 
ceiving various offers of exchange or 
ale on long term instalments on a 
basis purporting to provide greater cap- 
ital value on the present market quota- 
tions or greater interest return than 
now being received. In most cases the 
offers involve exchange of real estate 
mortgages or mortgage bonds and even 
unsecured notes; sometimes cemetery 
lots or contracts involving such lots. 
Companies holding foreclosed real es- 
late are receiving similar exchange of- 
irs on the theory the property 
exchanged can be marketed better by 
the other party and the balance sheet 
will appear better. 


Cites Instance of Practice 


In one case it was proposed a com- 

pany loan almost 25 percent of its en- 
tire assets based upon an appraisal of 
reproduction value furnished by the 
burrower and which, Superintendent 
Bowen said, was more than three times 
the appraisal of market value as sub- 
u.tted to court. Except through neces- 
sary foreclosure, he stated, real estate is 
supposed to be acquired only for the 
company’s needs and the use of a sub- 
sidary company does not change that 
tule. Mortgages and mortgage bonds 
are limited by law to certain percent- 
ages of fair value of property deter- 
mined by independent appraisal and the 
(department interprets this as meaning 
market value as determined by the ap- 
praisal made according to department 
appraisal forms. 
_The department, he said, in examina- 
tions will scrutinize all assets acquired 
through trade. Companies and societies 
not having officers experienced in such 
matters should employ outside éxpert 
advice, Mr. Bowen said. 


Safety Is Paramount 


“While we recognize the problems 
Connected with securing satisfactory in- 
from investment assets,’ he 
stated, “we suggest that safety of prin- 


| pal is more important than amount of 
F income, 
) aly high income indicates a low mar- 
» sin of safety. 
| business conditions 
/ genuity of brokers 
's resulting in ingenious and attractive 
| Olerings and schemes.” 


Generally speaking, exception- 


The improvement in 
is stimulating the 
and promoters and 


Shirley Temple Is Policyholder 


|, Shirley Temple, diminutive film star, 
'S one of the newest policyholders in the 
fomen Mutual Life, which has written 


© 4 policy for her in a very substantial 
amount, 


Against “Exchange Experts” 





Massachusetts Leader 
Has Had Wide Experience 











ROSWELL C. LAUB 


Roswell C. Laub of Springfield, 
Mass., general agent of the Monarch 
Life in that city, who is president of 
the Massachusetts Association of Life 
Underwriters, has had a diversified ex- 
perience. He is a double decked presi- 
dent. In addition to being head of his 
state association he is president of the 
Springfield Life Underwriters Asso- 
ciation. He started his career as in- 
structor in a business college and then 
was connected with the Adams Express 
Company in Rochester, ‘N. Y., being as- 
sistant to the general agent. 

For 14 years he was connected with 
a large manufacturing concern’ in 

(CONTINUED ON PAGE 8) 








Arousing Policyholders 


By OTTO GARR TAGUE 


Life Insurance Needs to Tell Those 
Relying on It Some Potent Perils 





This is the third of a series of in- 
terviews by Otto Garr Tague of The 
National Underwriter editorial staff 
after conversations with company off- 
cials. The present contribution deals 
with some of the potential dangers 
ahead of life insurance and the need 
to arouse policyholders to them. 
Success creates hazards as well as re- 

wards. Life insurance, in the judgment 
of numbers of representative execu- 
tives to whom I have recently talked, 
has entered a phase of experience in 
which the former are showing an as- 
cending curve to which all thoughtful 
men within the business will be forced 
to give increasing attention. 

Two principal hazards faced by the 
business, according to these executives, 
require careful consideration. One may 
be likened, by way of homely §illustra- 
tion, to the man who wears a silk hat 
among a bunch of snowball-throwing 
kids; the other, to the army that has 
made quick and successful advances 
without stopping to organize its posi- 
tion or properly co-ordinate its de- 
fensive forces. In the first case the 
silk hat offers a shining mark for irre- 
sponsible attack, while in the latter 
such a situation is disregardful of the 
dictates of common prudence. 


Delay May Bring 
About Much Harm 


If you don’t mind my scrambling my 
metaphors for the sake of brevity, both 
the silk hat and the advanced position 
of life insurance can best be protected 
by consolidating the various units of its 
army so that they may effectively sup- 











For example :— 


experiences. 


underwriters under 


Independence Square 





“Their Appointed Rounds— 


Life underwriters have shared with other citizens the losses 
and the hardships caused by the flood disaster. 
them lost their homes, others the contents of their homes, and 
the daily work of thousands was interrupted. Many of those 
who were able to carry on did it in face of fantastic obstacles. 


One of our representatives drove his car thirty-nine miles to reach 
his office, which is only about a mile and a quarter distant. 
minutes after he reached it, the road was closed completely, the 
water, six inches above the bottom of the door of his car when he 
started, having raised a foot and a half more. 
set out for a town nineteen miles away, but was obliged to travel 
over one hundred miles to reach it. 
reaching his home town he had to leave the car on the highroad and 
get back to his house in a boat. 


The faithfulness to duty at all times displayed by life 
seemingly 
reminds us of the eloquent inscription carved on the general 
postoffice in the Nation’s capital :— 


NEITHER HEAT NOR COLD NOR RAIN NOR SLEET 
NOR DARK OF NIGHT SHALL KEEP THESE COURIERS 
FROM THEIR APPOINTED ROUNDS. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Many of 


A few 


In the afternoon he 
But “he got his man.” On 


Other underwriters had similar 


insurmountable difficulties 


PHILADELPHIA 

















port each other, sustain the advances 
made and repel attacks. General real- 
ization of these conditions by the com- 
manding officers of the army is encour- 
aging. Discussion thereof is healthful. 
But lack of complete agreement upon 
plans and methods to be pursued may 
delay action until it will be difficult or 
highly expensive to safeguard either the 
silk hat or the favorable position at- 
tained. 

Any business that has scored, in these 
days, the degree of success recorded by 
life insurance wears a silk hat. Its suc- 
cess in attracting to it more than 60,- 
000,000 of our people makes it stand 
out in the crowd. Its income of four 
billions a ‘year arouses the envy of 
many. Its assets of 25 billions offer a 
tempting target for the marksmanship 
of avarice and the opportunism of those 
who would advance their selfish ends 
through share-the-wealth appeals to the 
thoughtless or uninformed. 


Various Dents Being 
Made in the Silk Hat 


Already the snowballs are flying. 
Some, like taxes, have their aim care- 
fully directed. Others, while more di- 
rectly aimed at the fellow across the 
street, are causing the silk hat of life 
insurance to thump and plunk, with in- 
creasing frequency, to their impacts. 
Taxes have already made a dent of 
more than 30 percent in the net income 
of companies. Limited investment in- 
come has added another of serious pro- 
portions. Social security, unemploy- 
ment insurance and various forms of in- 
creased supervisory expenses and fur- 
ther increased taxes are soon to find 
their mark. Pretty soon the resplend- 
ent hat we started out with will look 
like something the cat dragged in un- 
less action is quickly taken to protect 
what is left of it. 

Various of the executives with whom 
I have discussed this important matter 
have suggestions to offer that would 
seem to promise relief. Education of 
policyholders is the keynote of most of 
them. Education that will result in 
making the latter cohesive and artic- 
ulate and co-ordinate with the efforts of 
the 300 generals in command of the va- 
rious divisions of the army. 


Suggestion to Weld the 
Army into Cohesive Whole 


An army, that, made up of 60 million 
privates, some 200,000 corporals, lieu- 
tenants and captains and 300 generals, 
could be welded into an_ irresistible 
force for constructive action against 
the efforts of those seeking to impede 
its advance—even the successful de- 
fense of the position it holds. 

Co-ordination — cohesion — articula- 
tion! Three of the most important 
community-of-interest forces in making 
the human family what it is. Three 
forces the utilization of which has been 
sadly neglected by the institution of 
life insurance. Yet, forces that have 
been essential to the accomplishments 
of any group of two or more people 
from the days of Adam. 

Co-ordination? Employed by 
the 300 companies among themselves, 
yes. Even then, only in a limited and 
rather superficial way. But certainly al- 
most entirely not in evidence among 
the privates and subalterns who make 
up the real army without whose co- 
ordinated efforts successful defense 
against the sniping sharpshooters of 
antagonistic forces can never be made. 

Cohesion? . . Again, limited and 
superficial, as between company andj 
company. And a totally unknown quan- 
tity among the policyholders of Amer- 
ica who are the real owners of all the 
stake that has been won. 

What is any pol- 
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MAN TO MAN 


Lincoln Chase 


Executive Mansion, May 8, 1861 
Hon. Secretary of the Treasury. 
My dear Sir: 


Ought Mr. Young to be removed, and if yea, ought Mr. Adams to 
be appointed? Mr. Adams is magnificently recommended; but the great 
point in his favor is that Thurlow Weed and Horace Greeley join in 
recommending him. I suppose the like never happened before, and 
never will again; so that it is now or never. What say you? 


Yours truly, 
A. Lincoln. 


“NOW OR NEVER” 


pert ssentes for government positions caused Mr. 
Lincoln much worry about patronage. The above 
letter to Secretary Chase reveals that occasionally 
Lincoln’s keen sense of humor, as well as his homespun 
philosophy found expression even in the making of 
decisions, 


The ability to choose the most strategic moment in 
which to bring an interview or a series of interviews 
to a successful termination is one of the master accom- 
plishments of the successful underwriter. Contributing 
factors which influence the situation often indicate the 
moment in which it is “now or never.” Alert sales 
people recognize such situations and make them con- 
tribute to their success. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 
ITS NAME INDICATES ITS CHARACTER 














icyholder doing to protect his equities 
against the attacks of the taxers and 
other elements that are gradually dis- 
sipating them? What, for that matter, 
does the rank-and-file policyholder 
know about life insurance, its methods 
and requirements and the manner in 
which his policy is having loaded upon 
it heavily increased cost? 


Solution of Problem 
Centers on Three Forces 


Yet, in the well considered judgment 
of a large number of the executives to 
whom I have talked, in these three 
forces lies the solution of many of the 
acute problems faced by companies and 
the removal of subversive factors that 
obstruct the further advance of the 
business or that threaten the stability of 
the position it has already won. But 
let me permit one of these executives 
to tell you, in his own way, what he 
believes to be a line of action vital to 
effective defense. With more than 30 
years of experience upon which to draw 
as the president of a company with 
more than $300,000,000 of business in 
force, this executive has been around 
some. There are not many angles of 
the business upon which his judgment 
and suggestions would not be given se- 
rious consideration. 


Policyholders Need 
to Be Enlightened 


“You ask me what is wrong with life 
insurance? Well, let me tell you some- 
thing that I believe to be wrong in 
every element of its application to the 
business,” he began. “It has its roots 
in the ignorance of policyholders about 
the fundamentals of the business that, 
because of its rapid growth and the easy 
acceptance of our ‘product’ by the pub- 
lic, has never had proper attention 
from companies. We in the insurance 
business labor under a handicap that is 
not a serious factor in any business 
whose product is a tangible. Doubtless, 
when the automobile was first put on 
the market, its manufacturers had a 
similar hazard to contend with. But 
as men bought cars and started to run 
them, they gradually became educated 
to what a car was made of, what it 
could do and stand and how to take 
care of it. They could see and handle 
it. They rapidly became automobile 
conscious until now many drivers of 
cars—probably the vast majority—know 
enough of the fundamentals of their 
construction, limitations and purposes 
to talk intelligently about them. Horse- 
power, the relative value of this or that 
number of cylinders, gear ratios, differ- 
entials, chassis construction, gasoline 
and oil consumption, cost of mainte- 
nance, speed and capacity—all these 
can be discussed by the average driver 
with intelligence. For a car is some- 
_ that the eye can see and the hand 
eel. 


Life Insurance Not 
a Commodity Product 


“Not so with life insurance. It is an 
intangible. Its results and the mechan- 
ics by which they are produced must 
be taken on faith. You can neither see 
nor feel a hundred dollars worth of life 
insurance protection. The buyer thereof 
must be content to have his policy re- 
cite all of the values and service he gets. 
And he seldom reads his policy; if he 
did, he would not know much about its 
gadgets. Being unable to see or handle 
them and sitting way off from the ma- 
chine itself of which they are parts, he 
seldom learns what makes the wheels 
go round or how cause and effect get 
together. He is, therefore, ignorant 
of life insurance and its processes. 

“To a large extent those of us who 
are the heads of life companies are re- 
sponsible for this condition. We have 
known for years that sometime it was 
going to catch up with us. But we 
have been so busy selling insurance 
that we have never had the time to 
teach those to whom it was sold how 
to understand it, handle it to best ad- 
vantage or conserve their interests. The 

(CONTINUED ON PAGE 8) 
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Omaha Man Transferred 
to New England Fielj 
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FRANK B. SUMMERS 


Frank B. Summers of Omaha ha 
been named by the New York Life a 
agency supervisor in New England. He 
has occupied a_ similar position in 
Omaha for the last 11 years, with u- 
usual success. He will take charge 
May 15. He will be succeeded at 
Omaha by Don Parker, agency direc. 
tor at Davenport, Ia. Mr. Summers 
has been active as an organization man, 
He served as president of the Nebraska 
Association of Life Underwriters and 
is now a National association trustee. 

Mr. Parker will be succeeded at Day- 
enport by Myron N. Boyd, now at 
Grand Island, Neb. Mr. Boyd has been 
with the New York Life 19 years, start- 
ing as office boy. He has been in dif- 
ferent parts of the country and for the 
past eight years has been in Nebraska. 
He was vice-president of the Grand 
Island Association of Life Underwriters. 








Privilege or Occupational 


Tax Ruled Out in Kentucky 


LOUISVILLE, KY., April 9.—J. W. 
Jones, assistant attorney-general of Ker- 
tucky, in a ruling at Frankfort, Ky, 
Tuesday held that counties, cities and 
other taxing districts of the state have 
no power to impose or collect any pfiv- 
ilege or occupational tax from any lite 
company incorporated in Kentucky, o 
agents or representatives of such com- 
panies. 

He held that the power to levy such a 
tax rests solely with the state. The get 
eral assembly has never delegated such 
authority to inferior taxing agencies, ant 
they have no power to levy, the statutes 
expressly providing the state shall have 
sole and exclusive right to impose such 
tax on life companies and their repre 
sentatives of such companies. 


New York’s Unemployment 
Compensation Law View 


NEW YORK, April 9.—Interpretivé 
regulations have been issued under the 
New York state unemployment CO 
sation law which apparently exempt th 
agent compensated solely through com 
missions. If, however, he receives a 4 
sic salary, he is considered an employ®. 

He is rated as an independent oper’ 
tor and not an employe provided he 
not obliged to follow orders with : 
spect to whom he shall call on, ye 
manner and method of performance ° 
his activities and duties for his principa 
and with respect to other requireme™ 
in performance of or control of his ig? 
for his principal; also, provided ae 
not obliged to spend any fixed hace 
of time in the performance of his w° 
for such principal. 
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ss Ambitious sons and daughters are a compelling 
me reason for life insurance. The John Hancock is 
al saying so in 1936 with these advertisements, 
Pr te appearing in magazines of national circulation. 
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MAN’S FIRST 
Weaponwas 
His axe... Next 
His bow and 

=O arrow &. . 





HIS FIRST DEFENSE WAS THE SHIELD 


and still continues as the ideal 
means of protection in the 
homes of more than 2,349,000 
people now protected by the 
SHIELD COMPANY, ae 






with the Shzeld Plan. 


THE NATIONAL LIFE AND 
ACCIDENT INSURANCE 
COMPANY, INC. 


IN FORCE 1936 its greatest year, as indeed, each suc- 


IN 1936: ' 
$455,993,873 ceeding year since 1932 has seen the volume 
9 ’ - ; : ‘ 

IN 1932: of Life Insurance in force swept to historic 


$308,255,850 


new levels. 
GROWING GREATER EVERYDAY 


The NATIONAL LIFE AND 
ACCIDENT Insurance Co., Inc. 


HOME OFFICE, Wasonal Building, NASHVILLE, TENN. 
C. A. CRAIG, Chairman of the Board, W.R. WILLS, President 
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Honored by Union Central Life 





Herschel Williams, director of the 
weekly radio program, “Roses and 
Drums,” presented by the Union Cen- 
tral Life, was guest of honor at a din- 
ner for principals of the feature. The 
party marked the close of the Civil war 
episodes, which have carried the story 
through four years on the major net- 
works, and also brought to an end the 
present season’s broadcasts by the 
‘Union Central. 





































Herschel Williams, 
Director of Roses 
and Drums. Left: 
The Lincoln anto. 
graph, unusual 
since it also bears 
the signature of 
Salmon P. Chase, 
Lincoln’s Secretary 
of the Treasury, 





Gifts were presented members of the 
cast, and Mr. Williams received ; 
framed autograph of Abraham Lincoln, 
The: presentation was made by W. 
Howard Cox, president Union Central 
Life, who, with Jerome Clark, vice. 
president, attended the closing broad: 
cast. Also representing Union Cen- 
;tral Life was Walter E. Barton, presi- 
derit Charles B. Knight Agency of New 





York. 








Impairments Discussed by 
W O. Pauli at Actuarial Meet 


Talking before the Cincinnati Actu- 
arial Club Dr. W. O. Pauli, assistant 
medical director Union Central Life, 
said that when actuarial science can 
supply tables which govern the accurate 
rating of risks, including a combination 
of various impairments, then it will 
make no difference what anyone thinks 
of a certain impairment. Then it will 
not be necessary to consider the indi- 
vidual case, but merely to classify the 
risk and place the application in a group 
with similar impairments. 

He said risks are readily classified into 
five main groups: Gilt-edged, with a 
mortality of 80 per cent to 90 per cent 
of the M. A. table; average, 90 to 100 
per cent mortality; borderline, 100 per 
cent to 125 per cent, and substandard, 
over .125 per cent of the M. A. table. 
The fifth class is risks not acceptable, 
with a rating so high that the cost of 
insurance is prohibitive. 





Nine Impairments 


Dr. Pauli divided impairments under 
nine headings and discussed each briefly. 
Under habits he said that liquor habits 
are classified into five groups: First, ap- 
plicants becoming intoxicated only six 
times a year; second, those intoxicated 
on the average once a month; third, 
those intoxicated once a week; fourth, 
the spreer who becomes intoxicated for 
two or three days at a time; fifth, the 
free user, never becoming intoxicated. 
He remarked that the most distressing 
experience that an agent has is to sub- 
mit a risk who passes all physical tests, 
and then finds him rated up 175 per cent 
or 200 per cent because of confidential 
information. 

There are three varieties of impair- 
ment. The constant are syphilis, kid- 
ney removed, amputations of legs or 











arms, blindness and deafness. The 


Material Mortality Drop 





NEW YORK, April 9—A decline in 
mortality from 64 percent in 1934 to 
58.4 percent in 1935 is reported by the 
New York Life. In 1935 the company 
paid or credited nearly $68,000,000 to 
the beneficiaries of 16,074 deceased pol: 
icyholders, including more than $2,576; 
000 on 734 double indemnity claims. 
Heart disease continued the principal 
cause of death, accounting for 18 per 
cent of fatalaties in the year. Next in 
frequency were cancer and tumor with 
12.5 percent; influenza and pneumonia 
with 8.6 percent; accidents 8.3 percent, 
and apoplexy 7.2 percent. Automobile 
accidents accounted for 49.3 percent 0! 
the death claims involving double i 
demnity, being five times as numerous 
as any other single form of accident. 
Every ‘third person on whom deatl 
claims were paid was in the so-called 
“prime of life’ or younger, 34 percett 
of the total being not more than 5). 
One-seventh of the total number diei 
within the first five years of their 1 
surance, nearly $9,000,000 being paid t0 
their beneficiaries. Nearly $2,000,00! 
was paid or credited to beneficiaries 0! 
432 policyholders who died in the first 
year of their nsurance. Eighteen died 
in the first month and 210 within the 
first six months. 


eS 








temporary are light weight, tuberculosis 
over weight, gastric ulcer, duodent! 
ulcer, gall stones, renal colic, habits, et 
Impairments that increase in severit) 
are heart disease, high blood pressufé 
kidney disease and diabetes. The la 
group are found more frequently at the 
higher ages. ; 

He gave a simple rule to determmt 
the expectancy of life. Subtract the ag 


from 80, and take two-thirds of the dit 





ference. 






Reported by New York Life] 
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shows Money Value in Use 
of Standardized Procedure 





BLACKWOOD TELLS RESULT 





Metropolitan Manager at Indianapolis 
Relates Comparative Record In Talk 
at Fort Wayne Congress 





E. R. Blackwood, Indianapolis man- 
ager of the Metropolitan, in addressing 
the sales congress at Fort Wayne, Ind., 
analyzed the results obtained by agents 
ying standardized technique as com- 
ared with those operating on a hit or 
miss basis. The Metropolitan provided 
itt men with a standardized presenta- 
tion and standardized prospecting talk. 
About half of the agents are using 
the new standardized procedure while 
the rest are not. Mr. Blackwood for 
the past nine months has been causing 
all agents to report the number of calls 
made for the purpose of securing inter- 
views and the number actually secured. 
The men using standardized talks se- 
cured 62 interviews from each 100 calls 
while those using their own methods 
secured only 55 interviews. Those us- 
ing standardized talks closed 25 per- 
cent of those interviewed while the 
others closed- only 21 percent. . Mr. 
Blackwood said that securing four more 
sales per 100 interviews and seven more 
interviews per 100 calls is an important 
differential. 

The money value of a call for agents 
not using the standardized talk was 
$1.29 as compared with $2.06 for using 
standardized procedure. The money 
value of each interview for the non- 
standardized man was $2.35 and for the 
standardized man $3.33. Thus he con- 
cluded that the use of the standardized 
method increased 60 percent the mone: 
views and the number actually secured. 
era of the standardized sales talk is 
here. 

Mr. Blackwood said that results 
which he had observed differ somewhat 
from those reported by R. P. Thier- 
bach of the Northwestern Mutua], who 
conducted a similar survey. Mr. Thier- 
bach found that 14 interviews were re- 
quired to complete one sale. Mr.. Black- 
wood’s survey disclosed that 23 per- 
cent of all interviews resulted in sales, 
or in other words it required about five 
interviews to secure one sale in the or- 
dinary department. The difference, he 
said, is to be explained probably be- 
cause men controlling industrial debits 
are selling smaller amounts of ordinary 
than those agents who sell nothing but 
ordinary, and it does not require as 
many interviews to secure a sale from 
small buyer. Furthermore, the indus- 
trial agent has already established con- 
facts in the home ‘and can obtain an 
interview under better circumstances 
than could be obtained by an outsider. 


Miss Bliven to Prepare Program 


Sophia. W. Bliven, manager of. the 
women’s unit of the John A. Stevenson 
agency of the Penn Mutual in Phila- 
delphia, has beeri appointed chairman 
of the women’s program committee for 
the convention of the National Associa- 
tion of Life Underwriter in Boston. In- 
cidentally, this will be the first year in 
Which women underwriters will have an 
entire day to themselves, for discussion 
of their problems. 


The late Charles B. Knight, for many 
years general agent of.the Union Cen- 
tral Life in New York City, left a 
8TOss esate of $323,106 and a net of 
$289,071, according to a transfer tax 
appraisal filed-in Queens county surro- 
Sates court. Mr. Knight died May 2, 
1934. Those sharing in the estate in- 
clude his widow, Mrs. Minnie — P. 
Bht, a daughter, Mrs. Marion K. 
arton, her husband, Walter E.. Bar- 
ton, now head .of -the agency, and Paul 

Ranck, now. vice-president of the 
agency. 











and now... 


THE 
GUARDIAN 
FAMILY INCOME 
MAINTENANCE 
PLAN 


* 


A new development in mod- 
ern life imsurance service 
which fills a real life insur- 
amee need and further 
strenghtens the sales equiq- 
ment of representatives of 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
A Mutual Company Established 1860 


50 UNION SQUARE, NEW YORK CITY | 


GUARDIAN OF AMERICAN FAMILIES FOR 76 YEARS 
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Arousing Policyholders Is 
Best Defense of Insurance 





(CONTINUED FROM PAGE 4) 


result is that they know nothing of the 
simple mechanics that provide the 
power that makes the wheels go round. 
“As a voter, does the policyholder 
know that the car he has bought and 
is paying for was designed to deliver 
only a certain maximum speed and 
carry only a fixed, definite load? Does 
he realize that he, through his elected 
taxing representatives, is loading his 
car down with burdens it was never 
designed to carry and that, persisted 
in, will either break it down or seri- 
ously limit its speed and its ability to 
deliver him at his destination? 
“Probably most owners of policies 
know, in a vague sort of way, that all 
citizens and businesses are paying in- 
creased taxes. But we have heretofore 
rather encouraged the belief that life 





insurance was in quite a favored posi- 
tion in this respect—that the taxation 
authorities, in recognition of the pe- 
culiar kind of service it rendered, had 
sort of ‘laid off’ it and were otherwise 
so kindly disposed toward it that they 
have gone out of their way to remove 
any rocks, pebbles or bumps that might 
impede its progress. 

“Suddenly we at the heads of the 
companies wake up to the fact that as 
much as 37 percent of our net income is 
being consumed by taxes and that other 
impediments are rapidly being added 
that seriously and vitally affect the 
service of the cars we have sold and 
guaranteed to deliver under definite, 
written stipulations. But how many of 
our policyholders have become cogni- 
zant of these conditions?” 

I asked, “You believe, then, that the 
policyholders of the country should be 
told the life insurance facts of life?” 

“IT certainly do,” he replied. “For 
until they have been given an under- 








ACCIDENT INSURANCE SALES | 

















Accident Insurance Sales 
Continue to Gain 


Publicity attending country wide accident prevention work 


is promoting the sale of accident insurance. 


It is being 


bought for wives, sons and daughters as well as for the head 


of the family. 


During 1935 the Connecticut General received 13% more 
in premiums and wrote 17% more policies than in 1934. 
The lapse rate fell to below 10%, a remarkably low figure 
since death, age limits, etc. make some lapses inevitable. 


Selling accident insurance is prospecting for life insurance 
with immediate payment for the time it takes. 


People understand accident insurance better than formerly 
and expect it to cover their needs accurately without re- 
quiring them to pay for provisions they don’t need. Our 
series of reimbursement policies allows you to arrange 
exactly the right combination of benefits. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











standing of the simple, but highly sen- 
sitive, mathematical principles upon 
which the results set forth in their poli- 
cies are attained, they will never be 
able to deal intelligently with the prob- 
lems that are theirs as much or more 
than they are ours. Moreover, our 
ability to deal with these problems in 
the protection of their interests only 
extends to a certain limit. Beyond that 
we cannot go without their co-opera- 
tion. The educational process I am 
suggesting should, therefore, include 
the manner in which forces extraneous 
to the business and over which we have 
no control affect the situation. The 
policyholder should be made to under- 
stand that, after all, he is the govern- 
ment and that what he is doing as a 
citizen, directly or through his chosen 
representatives, is affecting the costs 
and results of what he owns as a 
policyholder. 

“And that job is ours. It is just as 
much a part of our management obliga- 
tion as any other part of the business. 
Who, so well as ourselves, can supply 
that information? Would you expect 
a tax-hungry unit of government to 
deny itself any of the food upon which 
it thrives? Do you know of any pub- 
lic spirited millionaire who is willing to 
do it for us?” 

“No,” I admitted. “I don’t think 
miracles are happening any more. But 
have you started such an educational 
compargn among your own policyhold- 
ers?” 


Two Propositions Are 
Seen in the Problem 


“My reply to that obvious question 
involves explanations that may be dif- 
ficult either to justify or understand,” 
was his very serious reply. “You may 
rest assured that we have given the 
matter very careful consideration which 
always seems to leave us facing a di- 
lemma, at least one horn of which is 
rather formidable. In the first place, 
proper and thorough education of our 
policyholders upon such subjects as tax- 
ation and their effects on our common 
interests would necessarily involve us 
in some rather definite criticisms of the 
policies of the powers that be. With 
the tendency to put on the rack of 
inquisitorial ‘investigations’ and other 
retaliatory measures many who have 
too strenuously opposed governmental 
policies and proposals, we, as an in- 
dividual company are, frankly, hesitant 
to do what we know well and good that 
we should do. Don’t misunderstand 
me. I have no personal fears in this 
connection. Neither do I fear the re- 
sults of any fairly conducted investi- 
gation of any phase of our business. 
But such measures of reprisals could, 
if they should be taken, add greatly to 
our supervisory expenses that are al- 
ready beyond the bounds of all reason. 
That is a horn that, you will admit, 
is damned sharp. 


Some Outside Agency 
Should Undertake the Work 


“In the second place, I feel that any 
such effort on our part would cost us 
so much as to make its cost prohibitive. 
Furthermore, it has been our observa- 
tion that things of this nature done 
directly by business organizations have 
usually been discounted by those to 
whom they were directed. I believe, 
therefore, that it should take the form 
of an outside agency that, supported by 
whatever number of companies there 
may be that believe as we do, would 
assume that sort of detached interest 
that would prove most effective and 
that, produced in far larger quantities 
than we could afford to finance, would 
bring the cost down to the point where 
each company could afford to partici- 
pate. 

“It is, in my judgment, a step that 
is clearly indicated. Something of vital 
importance to the present and future 
security of the business that, left un- 
done, will cost more than it will to do 
| Shad 





Massachusetts Leader Has 
Had Extended Experieng, 


(CONTINUED FROM PAGE 3) 


Rochester and during that time he 
passed through a number of desks, being 
given an experience in many lines, For 
instance, he was assistant designer 
Then he became assistant to the gen. 
eral manager. The concern afterward; 
appointed him sales manager of one of 
the subsidiaries. He traveled and sold 
extensively throughout Europe, Sonth 
America. and Central America, and ¢. 
tablished branches in 14 foreign coyp. 
tries. Then his talent as a diplomat 
was recognized and he became a repre. 
sentative of the entire industry with 
which his concern was identified, look. 
ing after its interests in tariff legisla. 
tion at Washington. During the dis. 
cussion over the Fordney2McCumber 
bill in 1920 and 1921 he was in Wash. 
ington almost all the time looking after 
the tariff legislation, He became gen. 
eral sales manager for the company, 
serving for four years, and was director 
for eight years. Then he branched out 
into life insurance, becoming general 
agent for the Monarch Life at Cleve. 
land and later taking his present posi- 
tion, making him practically home of- 
fice general agent. 





Heileman Succeeds Evans 


C. M. Heileman has been appointed 
agency manager of the F. W. Fair 
agency of the Prudential in Boston to 
succeed John H. Evans, .who has gone 
to the home office agency department of 
the Home Life of New York. Mr. Heile- 
man got his early training in the Pru- 
dential under F. C. Mann and later was 
for a time with the Massachusetts Mu- 
tual Life in Boston. 


O’Neill Agency Supervisor 

J. E. O’Neill has been appointed 
agency supervisor by the George Wasb- 
ington Life. He has had experience in 
New York City, both as an agent and 
in organization work, and since his ap- 
pointment he has been building up the 
company’s agency organization in Ohio. 
Mr. O’Neill was reared and educated in 
Plainfield, N. J. 





Home Life’s New Managers 


The Home Life of New York has an- 
nounced two branch manager appoint- 
ments, Kaare Krogh and F. B. Fair- 
burn, as a partnership in Chicago, and 
R. H. Moore at Lansing, Mich. 

Messrs. Krogh and Fairburn, who 
will occupy newly equipped offices at 
One North La Salle street, first became 
associated in a Chicago agency of the 
Equitable Life of New York. Mr. Krogh 
is a graduate of the University of Chi- 
cago, where he earned his Ph. D. and 
also completed a year of insurance law. 
Mr. Fairburn was a life insurance col 
sultant in an executive capacity in 4 
Chicago bank. Mr. Krogh also had 
banking experience before entering life 
insurance. a: 

Mr. Moore is a native of Michigan 
and was graduated at the University ot 
Michigan after a distinguished career 4s 
a student. He financed his last year m 
school by the sale of Ife insurance an 
in 1930 entered the business as an agent, 
later becoming a general agent. 





Gaunt Arkansas Supervisor 


The Pyramid Life of Little Rock has 
appointed C. E. Gaunt agency supervr 
sor for Arkansas. He will have charge 
of the training and supervision of new 
agents in that territory. 


———< 


————_ 
INSURANCE LAWYER 


f old line legal re: 
How Goth Meseing Be 08 Oe Oe al i 
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Fritsche to St. Louis for 
Home; Evans Is Successor 


—_—_ 
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Cc. E. FRITSCHE 


The Home Life of New York has ap- 
pointed C. E. Fritsche, for the past year 
and a half agency field assistant in the 
home office agency department, as as- 
sistant general agent in the Martin 
agency in St. Louis. He will be suc- 
ceeded at the home office by J. H. Ev- 
ans, formerly of the F. W. Fair agency 
of the Prudential in Boston. 

Mr. Fritsche entered the life insur- 
ance business in February, 1933, as a 
personal producer in Mr. Martin’s 
agency. He made an immediate success 
as a personal producer and was selected 
as an agency field assistant in August, 
1934, Since that time he has been trav- 
eling among a group of agencies assist- 
ing general agents in recruiting, train- 
ing and directing field activities of new 
men. In St. Louis his work will be con- 
fined to developing organization in St. 
Louis proper as the last step in round- 
ing out his training for general agency 
work, 

Mr. Evans entered the life insurance 
business eight years ago as a personal 
producer with the R. G. Engelsman 
agency of the Penn Mutual Life in New 
York City. He completed the life in- 
surance sales courses at New York uni- 
versity and Columbia. After serving as 
personal producer and supervisor in the 
Engelsman agency, he went to the 
Camps agency of the Penn Mutual in 
Boston as agency supervisor. He later 
went to the Fair agency of the Pruden- 
tial in Boston as assistant manager, en- 
gaging in both personal production and 
supervisory work. 














PERSONALS 








_ Walter St. John received congratula- 
tions of officials and employes of the 
Equitable Life of Iowa April 6 on hav- 
ing completed 33 years of service with 
that company. 

Mr. St. John started with the Equit- 
able April 6, 1903, as an agent. He was 
soon named general agent in Des 
Moines and was joined in 1920 by the 
late Edwin Carter. The agency was 
St. John & Carter until the latter’s 
death in 1933. Since 1935 the general 
eect ne has been St. John, Hilmes 

Strief, 

Mr. St. John has been one of the 
leading producers of the Equitable field 
force. He led all of the general agents 
1921 and 1922 in production, and in 
other years ranked near the top. 

In recognition of his completion of 
40 years of service with the Northwest- 
«rn Mutual Life, Peter Fahey of the 
Langford & Fahey agency, St. Paul, 
Was given a dinner by the agency force. 

Felicitations were extended Mr. Fa- 
hey by Dr. Herbert Davis, chief med- 
ical examiner for the Northwestern in 
°t. Paul for 37 years; N. P. Langford, 


general agent, M. P. Coonan and L. L. 
Erickson. Edwin Ritchie presented a 
gift to Mr. Fahey on behalf of his col- 
leagues. L. L. Strouse was toastmaster. 
A floral tribute was sent for the oc- 
casion by the home office. 


Uniformity Bill Signed 
ALBANY, April 9.—Governor Leh- 
man has approved the bill providing for 
uniformity in the rehabilitation, reorgan- 
ization or liquidation of insurers doing 

business in more than one state. 
Governor Lehman has approved the 
bill providing the superintendent may, 
instead of shall, refuse admission to any 
foreign company or to renew certificate 
of authority unless assets are of sub- 


‘stantially the same general character 


that companies of this state are per- 
mitted to hold. This amendment per- 
mits the holding of Canadian securities 


‘by certain companies. 





Security Mutual 


The Security Mutual announces the 
continuance of its present dividend 
scale for the year beginning May 1. In- 
terest on funds left with the company 
will be at the rate of 3.5 percent instead 
of 3.75 percent and 4 percent as at pres- 
ent. 





Nieman Succeeds Spargur 
in Des Moines Agency Post 





W. K. Niemann of Madison, Wis., 
has been appointed manager of the Des 
Moines agency of the Bankers Life of 
Iowa, succeeding the late J. A. Spar- 
gur. C. C. Clouse continues as agency 
supervisor. 

Mr. Niemann has made an outstand- 
ing record in agency development at 
Madison where he has been agency 
manager since June 1, 1934. Prior to 
his appointment as agency manager he 
served successively as salesman, super- 
visor and assistant agency manager. He 
has been with the Bankers Life since 
1927, 

Succeeded by Tomlison 


Succeeding Mr. Niemann at Madison 

will be C. W. Tomlinson, agency super- 
visor of the Madison agency for the 
past two years and a member of the 
agency since 1929. Mr. Tomlinson has 
been a successful producer and has ac- 
complished effective work in agency 
building. 
_ W. A. Garness of Monroe, Wis., who 
joined the Madison agency more than 
two years ago after a long career in 
educational work, succeeds him as 
agency supervisor at Madison. 





Fitzpatrick Named District 
Manager for Reliance Life 


James C, Fitzpatrick has been ap- 
pointed district manager of the Reliance 
Life at Dayton, O., with offices on the 
sixth floor of the Mutual Home build- 
ing. He will continue his advisory and 
insurance counseling service to his old as 
well as new clients. He has been in life 
insurance work in Dayton for 12% years 
and is a former treasurer of the Dayton 
Association of Life Underwriters. He 
has specialized in estate work, corpora- 
tion insurance and tax studies. He was 
for many years a consulting statistician 
before entering life insurance. 


Liens Reduced 10 Percent 


Liens against Peoria Life policies re- 
insured last October by the Alliance 
Life were reduced 10 percent, as of Jan. 
1, President Kern of the Alliance re- 
ported. 


John W. Hughes, president Guarantee 
Mutual Life of Omaha, has been elected 
a governor of Ak-Sar-Ben, leading civic 
organization of Nebraska. 





The Los Angeles agency of the Co- 
lumbian National Life has moved to 301 
Associated Realty building. 
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THE COMPANY BACK OF THE CONTRACT 


“What kind of a company is it?” This question, so 
often asked about a company by prospective policyhold- 
ers and agents is a perfectly natural question for anyone 
to ask. And we are rather proud of Fidelity’s answer. 
Founded in 1878, Fidelity Mutual is in its fifty-eighth 
year. It is therefore old enough to have weathered suc- 
| cessfully the crucial tests of war, pestilence and repeated 
economic upheaval. 

Its insurance in force of $356,720,129 measures it as 
larger than ninety per cent of the companies operating in 
the United States. It is, however, not so large as to have 
lost the friendly personal contact with its field organization 
which it values so highly. 
In financial resources, Fidelity stands among com- 
panies many years its senior in age. On December 31, 
1935, it had admitted assets of $106,647,672. In addition to 
$2,030,444 set aside for dividends in 1936, the total surplus 
amounted to $6,763,449. During the six years of the de- 
pression policyholders and beneficiaries received $60,874,- 
494 in addition to dividends of $15,122,397, and during 
those years Fidelity’s assets increased by $17,691,316 and 
its surplus by $1,545,635. 
Fidelity operates on a 3% reserve basis, full level net 
premium, in thirty-nine states including New York and 
New England. 
Chief among the traditions of Fidelity management is 
the purpose to maintain its reputation as a friendly com- 
pany, with the latch string always out for policyholders 
and agents alike. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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MOTHER LOVE, SO PERFECTLY exemplified 
in this powerful picture, is beyond price. But no 
mother can conjure up, out of her heart, other things 
children need . . . she must have money every month 
till her youngsters are grown. 


Thus Union Central’s page ad in April issues of 
The Saturday Evening Post and Time force- 
fully raising the question that has to be present in 
fathers’ minds before they'll buy life insurance: 
“What would happen to my family, IF .. .” 


And just as forcefully the ad presents an answer 
—Multiple Protection, a unique plan by which even 
fathers on very moderate salaries can afford to leave 
their families money every month for 20 years. 


That this advertising works is amply proved by the 
results. 46% of Union Central’s life insurance sales 
is in this remarkably salable Multiple Protection Plan. 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 












O'Malley Fails to Block Equity 


(CONTINUED FROM PAGE 1) 





American obtained control over the in- 
surance and assets of the Missouri State 
Life with the approval of the St. Louis 
court under an agreement that General 
American would not sell’ any assets 
without the consent of the superintend- 
ent. 

: Dividend Arrearages 


The allegation is made that Equity 
organized Southwestern Investors Cor- 
poration so that the sale of control of 
General American could be effected “to 
cure its’ dividend arrearages.”’ It is al- 
leged the profits are intended to be used 
by Equity to pay up its dividend arrear- 
ages on convertible preferred stock. 

An early mutualization of .General 
American could be‘accomplished by for- 
mation of a new mutual company to take 
over the assets and insurance of General 
American. ; 

Superintendent O’Malley.. issued the 
following statement: 

‘As is well known, life insurance is a 
very sensitive business. Unfortunately, 
a recent transaction involving the sale 
of the stock holdings of two men, viz., 
David Milton and Ellery Huntington of 
New York, or the Equity Corporation 
which they control, in the General 
American, has precipitated publicity, 
some of it entirely without foundation. 
While such publicity has up to this mo- 
ment apparently not affected the confi- 
dence. of the public in the company’s 
stability, it may have that result if the 
public is not immediately thoroughly fa- 
miliarized with the situation as it exists. 


Sees Fine Condition 


“The General American Life today 
Owns in their entirety the same assets, 
and has the same capital and surplus 
that it had preceding the transaction. 
No better condition exists in any life 
insurance company that I know of than 
is present in the General American to- 
day. This statement will be fully sub- 
stantiated when the convention exam- 
ination, which has been under way for 
several months, is completed and the 
examiners’ report made an official and 
public document. I have been agreeably 
surprised, since the sale of the stock, to 
learn from reliable sources that even 
though the General American has been 
in business only 2% years, its stock has 
an actual value of at least $60 per share, 
which represents an increase in value of 
$20 made under the cooperative man- 
agement of the company by its officers 
and directors and my department. 

“The transfer of stock from the above 
named men to the control of the South- 
western Life of Dallas will not affect in 
the least, the management of the Gen- 
eral American Life. If Messrs. Milton 
and Huntington had sold their stock to 
anyone else, the situation would have 
remained the same, because an unusual 
relationship prevails; in that by the 
terms of the contract made with me as 
superintendent of insurance of Missouri 
in the sale of the Missouri State to the 
General American, the General Ameri- 
can and its officers and directors are 
simply co-managers, or trustees with me 
as superintendent, and no transaction of 
any importance involving the assets of 
the General American can be consum- 
mated without my approval. In order 
to fulfill my duties under the contract, 
I placed representatives in the offices of 
the company, and these representatives 
have kept me, by reports, constantly in- 
formed. 


Policyholders Protected 


“T wish to burn into the minds of the 
policyholders of General American Life 
that because of the contract above re- 
ferred to between the company and the 
state, and the constant supervision the 
insurance department must and does at 
all times exercise under its obligations, 
it is of no serious consequence to the 
policyholders, who owns or controls the 
stock in the company (although, of 
course, it is desirable to have the owner- 
ship in: the hands ef men. conscious of 





———, 
their trusteeship of. insurance funds) 
‘becatse the management's cooperation 
with the department is required and fy] 
codperation has existed heretofore anq 
_will continte. 4 

“However, in the matter of the trans. 
fer: of theit stock, Messrs. Milton and 
Huntington made repeated declarations 
when the contract was under negotiation 
that they. were coming into Missourj to 
‘engage “in the life insurance  businéss 
permanently, They gave this assurance 
to everyone associated with them and 
me, They, therefore, in selling the stock 
secretly, dtdisposing of their stock 
without. my knowledge,-to say nothing 
of my..consent, violated the spirit of their 
contract if*not the letter; and when | 
am ‘through with: Mr. Milton and Mr. 
Huntington; I will have no fear that 
hereafter men of their type will attempt 
td do business in Missouri, 
a ‘No Damage Is Done 

“T am not in the least fearful that any 
damage has been done to the General 
American or the Southwestern Life by 
Mr. Milton and Mr. Huntington, but I 
am determined to penalize them to the 
fullest extent of my ability-to do so for 
their engaging in stock manipulations in 
insurance in this state and in Texas. | 
am desirous, by making an example of 
them, of giving notice to them and their 
kind that good, sound insurance is not 
going to be discredited in this. state 
without severe punishment being in- 
— upon those guilty of such con- 
uct. 


Question of Mutualization 


“There has been some discussion of 
mutualizing this company. Regarding 
this, I will say that if a mutualization 
plan is presented for my approval, | will 
give approval to it if it is deserving. But, 
if the impression has gotten abroad that 
mutualization or any other plan is 
needed, I state with all the emphasis in 
my power that this company needs noth- 
ing more than the especially fine man- 
agement it has under President Walter 
W. Head and the able organization that 
he has developed, and this management 
will not be disturbed. My attitude to- 
ward this recent transaction, and _ the 
method in which I propose to deal with 
it will, I believe, effectively discourage 
the return of stock manipulators and in- 
surance company racketeers to Missouri. 

“In January, 1935, in order to assure 
continuity of management of the South- 
western Life and to preserve and safe- 
guard the values of the stock of that 
company, owned by General- American 
and carried for the Missouri State Life 
account, I approved of the trusteeing of 





Sets Record in Maturing 
Policy by Living to 100 








A unique record-has been achieved by 
a policyholder of the New. England Mu- 
tual Life, who has matured a policy by 
reaching the age of 100.. He is Louis 
A. Gyle of Oakland, Cal. 

Born in. Russia, April 13, 1836, Mr. 
Gyle came to this country when a boy 
and finally settled in California. On 
Nov. 11, 1880, at age 45, he bought a 
$5,000 ordinary life policy through Wal- 
lace Everson, then general agent at San 
Francisco. Under the combined expe- 
rience table then-in use, this contract 
was an endowment at 100. .The policy 
matured .last Nov. 11. He also has 
another policy, issued Sept. 17, 1871, 10 
payment life for $5,000, which will like- 
wise mature as an endowment next fall. 

Mr. Gyle is the father of 10 children, 
of whom nine are living, and cast his 
first vote as an American citizen for 
Abraham Lincoln: He is the oldest liv- 
ing member in California of the Masonic 
lodge and of the Odd Fellows. He at- 
tributes his remarkable longevity to the 
custom of walking at least six miles 
every day. tA 
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The Life & Casualty of Tennessee has appointed C. M. Herron as _vice- 
resident and division manager of the Mississippi valley territory, and S. M. 


Wells as manager claim 

tment. 

st Herron joined the 
company in 1920 as an 
agent in the Memphis dis- 
ct. He was made super- 
intendent 1 1921 and 
ashier in 1922, special in- 
jystrial agent in 1923 and 
in 1924 special ordinary 
jent. In 1928 he was 
promoted to home office 
yaveling auditor, in 1931 
jo inspector of industrial 
risks and in 1935 manager 
caim department. 

Mr. Wells is a graduate 
of the University of Mich- 
ian. He joined the com- 
any in 1928 as an agent 
in the Nashville life district. 


underwriter. 





Cc. M. HERRON Ss. 


In 1929 he was placed in the industrial auditing de- 
partment of the home office. In 1930 he established the policyholders service de- 
partment and was instrumental in increasing the persistency of that business. He 
was promoted to agency inspector in 1933, in March, 1935, becoming industrial 
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that stock, amounting to 52% percent 
thereof, in Messrs. H. H. Stewart, C. F. 
Q'Donnell and Arthur Coburn, all of 
Dallas. The trusteeship cannot be re- 
yoked without my consent or approval. 
That trusteeship will continue with my 
full consent. 

“One of the trustees, Arthur Coburn, 
is vice-president of the Southwestern 
Life. I know him thoroughly, having 
dealt with him in the making of the 
General American-Missouri State sales 
agreement, and have implicit confi- 
dence in both his ability and integrity. 
Judge O’Donnell I do not know so well, 
but what I do know of him is favorable. 
Mr. Stewart has an enviable reputation 
in Texas. 

“The Southwestern Life has already 
willingly expressed its consent, in fact, 
its desire, that the stock of the General 
American be trusteed in a similar man- 
ner and for similar reasons. The trus- 
tees unanimously agreed upon are T. O. 
Moloney, H. H. Langenberg and Mr. 
Head. These men are widely and favor- 
ably known and have my implicit confi- 
dence, 

“I shall insist upon the retirement of 
Messrs. Milton and Huntington from 
the board of General American.” 

Those who attended the conferences 
with Mr. O’Malley were: P. B. Mc- 
Haney, attorney for the Missouri depart- 
ment; Courtney Goodman, attorney for 
the department; C. F. O’Donnell, presi- 
dent Southwestern Life; Arthur Coburn, 
vice-president Southwestern Life; J. R. 
Prentice of Chicago, L. R. Carter and 
T. O. Moloney, both directors of Gen- 
eral American;. Mr. Head, and S. W. 
Souers, vice-president General American. 
Milton and Huntington were invited 
to participate but did not accept. 

_G. H. Holley of Memphis, Tenn., one 
time general agent for the Missouri 
State and a creditor of that company on 
the basis of some $7,000 in. renewal 
commissions he claims to be due him, 
has filed a suit in the United States dis- 
trict court in St. Louis asking that the 
sale of the Missouri State’s assets to 
General American be set aside, and that 
General American be required to make 
a full accounting of its handling of the 
Missouri State accounts. 

General American officials stated all 
of the legal issues raised=by this suit 
have already been decided in favor of 
the company. 


K. H. Mathus, formerly the Connecti- 
cut Mutual Life’s supervisor of publica- 
tions, and now associated with the Life 
Insurance Sales Research Bureau; was 
onored by a testimonial dinner Monday 
by his former associates in the Connec- 
ticut Mutual. Speakers included Vice- 
President H. M. Holderness and Super- 
intendent of Agencies V. B. Coffin. As- 
sistant Superintendent of Agencies. E. 
. Norene was toastmaster. : 


.tury Convention party of Northwestern 








Roger Hull Cruise Speaker 








Says People Will B “Inc Con- 
scious” in Addressing Northwestern 
National Floating Convention 





Present-day emphasis on social secur- 
ity is making the American people 
“monthly income conscious,” and by fo- 
cusing attention on the importance of 
financial security it is destined to give 
the life insurance business great im- 
petus, R. B. Hull, manager of the Na- 
tional Association of Life Underwriters, 
declared before the Second Half Cen- 


National Life aboard the liner Staten- 
dam en route from Havana to New 
York. 

Mr. Hull’s address conciuded the final 
banquet on the program. 

“The government will never go one- 
half as far in providing security as the 
American citizen will require,’ the 
speaker said. “I do not decry the need 
for social legislation to protect the in- 
dividual against contingencies he him- 
self is powerless to-guard against by ex- 
ercising foresight and thrift. However, 
I do not believe the majority of Amer- 
icans want a socialized solution of the 
problem.” 

In introducing Mr. Hull, President O. 
j. Arnold paid tribute to the effective 
work of the National association. He 
said it has developed from a scattered 
collection of strong and weak local 
bodies into a well-knit, coherent, na- 
tionwide organization doing one of the 
most valuable jobs of any organization 
in the field. 

Paul Dobson of-the White & Odell 
agency of Minneapolis, leader of the 
company’s Big Ten, spoke on behalf of 
this group, which was specially honored 
at the banquet. In opening the program 

G. Hewitt, manager Texas state 
agency, referred to the company’s rec- 
ord during the past 10 years, attribut-. 
ing it mainly to the fact that integrity, 
skill, and vision are combined: in its 
management. 


Small Loss to Certificates 


After having made a complete check- 
up, the Connecticut General finds that 
of its $90,000,000 worth of stocks and 
bonds that were under water in the Hart- 
ford flood, only one bond was water datn- 
aged to ‘the extent that replacement 
with a new certificate will be necessary. 
The American Bank Note Company had 
employes working. in six-hour shifts in 
the Connecticut General office. They 
were éngaged in drying out the various 
certificates. This was done within the 


A message 
to 
Jefferson Standard 


representatives! 


We are pleased to tell you 
that your Company made 
a gain in insurance in force 
during the first quarter of 
1936. 


This gain follows a series 
of steady increases that 
have been made for the 
past two and one-half years. 


Your foresight in “cashing 
in” on our sales and con- 
servation helps, is directly 
responsible for the building 
up of our insurance in force 
now totaling nearly 


$33 1,000,000 


A. R. PERKINS, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


Julian Price, President 


Greensboro, North Carolina 





vault, around which there was_.a special 
guard. 
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Question for Agent to Decide 


TueE high degree of specialization among 
life agents predicted by NATHANIEL SEE- 
FURTH, manager Seefurth Service, opens 
up interesting speculations on the future 
of agency development. Mr, SEEFURTH 
prophesied to the New York City Life 
Underwriters Association that the 
growth of the professional attitude 
would result in the same trend toward 
intensive specialization that has occurred 
in medicine and law, for example. He 
pictured the life insurance man of the 
future, particularly the large-city agent, 
as a specialist in a certain line, such as 
business insurance or taxation insurance, 
and knowing just enough about other 
problems of life insurance to recognize 
them when he met them. Finding a case 
outside his own specialized field, he 
would call in a specialist qualified in that 
phase of coverage and the two would 
handle the case on a joint basis. 

This type of development in life in- 
surance selling is somewhat different 
from that envisioned by many other life 
insurance educators, who hold that the 
most desirable course is for each agent 
to learn enough about the various phases 


“cc 


he will encounter to do his own “ex- 
perting.” 

Each course has its advantages and 
drawbacks. The agent who attempts to 
become an expert in several fields can 
hardly hope to know as much about any 
one as the man who concentrates on 
one to the exclusion of all others. On 
the other hand, too great a reliance on 
outside brains may result in the non- 
specializing agent becoming a bird-dog 
for the specialist and permitting his abil- 
ity as an independent salesman to 
atrophy. 

The important thing is for each agent 
to determine how far it is economically 
sound for him to rely on his own capac- 
ity—and increasing his educational 
equipment to that point, if necessary— 
and how much he should rely on the 
specialist. The agent must see that he 
doesn’t call in a specialist needlessly, 
thereby sapping his own independence 
and pocketbook, and also that he keeps 
sufficiently well informed to know when 
he has a case so intricate that no one 
but a man who knows all the answers 
in that particular field can do the job. 


A Minimum of Supervision 


INSURANCE COMMISSIONER F. J. DE- 
CELLES of MASSACHUSETTS, in speaking be- 
fore the Boston Lire UNDERWRITERS AS- 
SOCIATION, expressed sentiment that hit a 
responsive chord not only for those who 
heard him but those who heard about 
his talk when he said that “the least reg- 
ulation is the best regulation.” Commts- 
SIONER DeECELLEs declared that this had 
been the motto of the Massachusetts 
department in the past and it intended 
to continue it as a sound business pro- 
gram. 

We are subject to more regimenta- 
tion than we have been in the past. 
With life more complicated, problems 
more pressing and with demands 


greater it is quite natural that the gov- 
ernment should assume greater re- 
sponsibility. However, most men in the 
insurance business feel that the least 
possible regulation should be adopted 
as a guiding principle. They do not 
espouse such a course because they de- 
sire to run wild or do things that are 
unorthodox or unwise. They feel that 
the greatest amount of elasticity 
should be given so that the largest serv- 
ice can be rendered. When it comes to 
state insurance supervision all commis- 
sioners will agree that most com- 
panies supervise themselves. A few 
require constant vigilance in order to 
keep them straight. 


Directors Should Direct 


OnE subject was injected into the meet- 
ing of the AMERICAN ASSOCIATION OF UNI- 
VERSITY TEACHERS OF INSURANCE at New 
York City which we regard as highly 
important and one that should engross 
the attention of all of us. Superintendent 
Pink of the New York department in 
his valuable paper referred to the respon- 
sibility of directors and officers of insur- 
ance companies and the plight of policy- 
holders and claimants when a company 
fails. He stated that when a company 
‘falls into the hands of his department a 
careful scrutiny is made by accountants, 
lawyers and deputy superintendents to 


ascertain whether any action of the direc- 
tors or officers contributed to its downfall, 
whether there was peculation and personal 
profit or if there was only negligence or 
carelessness. If anything is done that can 
be laid on the shoulders of officers or 
directors then it is the duty of the depart- 
ment to bring action against those respon- 
sible. 

Superintendent Pink said that prior to 
the economic crisis very few companies 
failed. Following the economic crash a 
number of companies failed and in New 
York a greater part of the title and mort- 
gage companies collapsed, they being under 





the jurisdiction of the insurance depart- 
ment. Action was brought against officials 
and directors of these mortgage companies 
and a number of the insurance compa- 
nies. 

Superintendent Pink makes this obser- 
vation which should sink into the mental 
foundations of all officers and directors: 
“These actions have a salutary effect. 
They have brought home forcibly to 
the mind of every director of every 
large financial institution the fact that 
it is the duty of a director to direct. 
Many of these men are guilty only of 
being directors. Many are not responsible 
for positive acts of waste or personal 
profit. But they lent their names. Hence- 
forth no man of standing can afford to 
merely lend his name to any company 
dealing with public moneys. He must 
know what is going on, take part in the 
administration and accept responsibility 
for his acts.” 

We regard that statement from Super- 
intendent Pink as significant and vital. 
He lays down a course of conduct for 
those who are chosen as directors of com- 
panies that certainly should be observed. 
Company managements feel that people of 
distinction whose names are known far 
and wide, who have great influence in the 


community, should be on the board, Th 
have no time nor do they take the oppor: 
tunity to make any investigation of Whet 
is going on. They are truly rubber stamp 
directors. It is due to this rubber stamp 
attitude that we have had insurance «, 
lapses and that perfidy and recklessnes, 
have been uncovered. It is well that th 
superintendent of the great state of New 
York should put his finger directly on oy 
of the weaknesses of insurance administry, 
tion. A notable and conspicuous nan 
should mean acceptance of responsibil, 
by its bearer or that name should not } 
registered on the directorate. 

When wrong doing is brought to light 
then these prominent men run to shelter 
declare they have done no active wrong 
and claim they are only victims of circum. 
stance. However, the time to appreciate 
responsibility is not after some unvwar. 
ranted thing has been done. Insurance 
companies that have directors who actually 
direct, who accept responsibility in. jts 
fullest sense and who feel accountable to 
all that have relationships with the insti. 
tution they represent are useful and cop. 
stitute a ballast of strength. They create 
confidence. It is such directors thet 
should be elected to the boards of com 
panies, 
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C. L. Ayres, president American Life 
of Detroit, has returned home after an 
extended stay in Texas where has has 
been going over his extensive real estate 
holdings. 


Michigan Life agents produced $205,-. 


000 on April 1 in honor of the birthday 
of L. J. Treanor, executive vice-presi- 
dent, for whom a production drive is 
being held during April. 


E. H. Wilson, 76, for 41 years on the 
legal staff of the Northwestern Mutual 
Life at the home office in Milwaukee 
until his retirement in 1929, died at 
Beloit, Wis., where he had made his 
home in recent years. 


Ralph E. Richman of Hartford, vice- 
president of THe NATIONAL UNDER- 
WRITER, is receiving the condolences of 
his many friends owing to the death of 
his father, C. J. Richman of Tipton, 
Ind. The elder Richman was retired 
a few years ago by the American Fire 
of Newark, which he had served as In- 
diana state agent for many years. Mr. 
Richman was a leader in the Indiana 
field and was held in high regard. His 
death was sudden, resulting from a 
heart attack. 


A. L. McPherson, 80, Missouri in- 
surance and agricultural leader, died at 
a St. Joseph, Mo., hospital after a short 
illness. He had been active in insurance 
work since 1884. He was born at 
Zanesville, O., in 1856, going in 1881 
to Tarkio, Mo., where he acquired 
large land holdings and was vice-presi- 
dent Bankers’ Life of Nebraska. In 
1913 he organized the St. Joseph Life 
and was president until 1930, when the 
company was sold to the Walter W. 





Head interests and moved to St. Louis, 
It is now known as the American Union 
Life. Subsequently Mr. McPherson de- 
voted all his time to managing his farm- 
ing interests. Funeral services and 
burial were at Tarkio. He is survived 
by his widow and three sons, H. E., and 
R. L. of St. Joseph, and D. B. of Tarkio. 


C. C. Day, Oklahoma general agent 
for the Pacific Mutual Life, is speaking 
at the Southwestern Sales Managers 
Conferences at Ok:ahoma City, April 10, 
or “The Technique of Selling.” 


H. G. Everett, 6), associate general 
agent in Los Angeles of the Lincoln 
National Life, died suddenly from a 
heart attack while at his desk. He was 
born in Canada but his parents moved 
to the United States when he was a 
year old, settling in Des Moines. He 
was one of the founders of the Central 
Life of Des Moines in 1896, and served 
as vice-president of the company until 
1929, when he joined the Lincoln Na- 
tional and opened the southern Califor 
nia field as Los Angeles general agent. 
He was active in association work fot 
many years. 


H. A. Chipman, agency manager of 
the Equitable Life of New York at Col- 
umbus, O., for the past 12 years, and 
E. B. Gerlach, who has been with the 
company for more than 35 years, were 
honored at a dinner in Columbus. 


M. L. Fairchild, San Francisco man 
ager Connecticut General Life, was pre- 
sented a pen and pencil set by the mem- 
bers of the life insurance class of the 
Merritt Business School in Oakland, 
where he has been conducting a cours¢ 
in life insurance. The presentation was 
made on behalf of the class by Arthur 
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Dowse, Equitable Life of New York, 
Oakland. Mr. Fairchild is vice president 
of the San F rancisco Life Underwriters’ 
jssociation, representing the C. L. U. 


group. 


E. F. W. Mueller, the assistant gen- 
eral manager of the St. Louis area for 
the Metropolitan Life, died of heart dis- 
ease at his home in Ferguson, Mo. He 
had been with the company 38 years. 
F. B. Miller, special agent of the 
Phoenix Mutual Life, was the honor 
guest at a luncheon in St. Louis in 
recognition of his 30 years of service 
with the company. Vice-president D. 
Gordon Hunter presented him with a 
service pin. 


J. H. Gary, 59, assistant secretary Life 
of Virginia, died at his home in Rich- 
mond following an illness of two weeks. 
He entered the company’s service in 
1894, as messenger boy in the home 
office. 


Roy P. Roberts, Omaha agent of the 
Northwestern National Life, who quali- 
fed in the $250,000 campaign which en- 
tiled agents to a West Indies cruise, 
was informed while aboard the steamer 
Stantendam of the death of his son Roy, 
17, in Chicago. 


W. M. Jones, Salt Lake City manager 
for the Business Men’s_ Assurance, 
celebrated his 20th anniversary with the 
company in March by spurring his men 
to pay for the largest amount the branch 
ever has produced—2,485 points, or 
$17,395 in premiums. Mr. Jones was 
honored at the end of the campaign with 
a banquet. Salesmen and their wives 
from Utah and Idaho attended. While 
Mr. Jones was breaking branch record, 
Thorue B. Isaacson, his outstanding 
salesman, was breaking a company rec- 
ord for the largest volume in its his- 
tory. 

Harvey R. Payne, ordinary life man- 
ager for the Prudential in Miami, Fla., 
has a copy of the March, 1897, issue of 
the “Forum” magazine. On the in- 
side front cover is an advertisement of 
the Prudential listing assets of $19,541,- 
827. Quite a march away from. the 
three billions plus of today! And an 
evidence of the use then of magazine 
pages for company advertising. 


The Union Mutual Life is observing 
Irish month in April in honor of Vice- 
president R. E. Irish, who has been 
making substantial progress since he 
joined the company in 1934. Mr. Irish 
started in the business with the Reli- 





ance Life in Minneapolis, advancing to | signing by Federal Judge Moinet of an 


general agent and then to mid-west! order authorizing the payments. 


An 


supervisor. Nine years later he became ' additional $100,000 will be paid as soon 


supervisor of agencies in the National 
Life, U. S. A., and then went to the 
Bankers Reserve Life of Omaha as di- 
rector of agencies. In 1929 he became 
vice-president of the Central Life of IIli- 
nois, which position he held until he 
joined the Union Mutual. 

The life insurance message broadcast 
by the Union Central in its “Roses and 
Drums” program is heard around the 
world, Miss Aletheia Pattison, sister of 
John W. Pattison, board chairman 
Union Central, testifies in a letter from 
Saloniki, Greece, to her brother. She 
heard the broadcast March 8, put on the 
air in NBC’s New York studios at 5 
p. m., when it was midnight in Saloniki, 
10,000 miles away. Miss Pattison was 
tuning a small three-tube set in her 
quarters at the Leophorus Demokratias, 
vocational school for girls which she 
directs. 


L. J. Schmoll, assistant secretary of 
the Metropolitan Life in the Pacific 
Coast office, San Francisco, was guest 
of honor at a luncheon there in celebra- 
tion of his 25th anniversary with the 
company. F. J. Williams, second vice- 
president in charge of Pacific Coast ter- 
ritory, was host. More than 150 offi- 
cials and members of the ordinary de- 
partment attended. Mr. Schmoll en- 
tered the employ of the company in 


1911 as a mail boy in the home office in | 


New York. Later he served with the 
Canadian head offices, going to the Pa- 
cific Coast six years ago. 

Miss Alice Bagley, assistant superin- 
tendent of nurses of the Metropolitan 
Life, in charge of nurses in the Pacific 
Coast territory, also was honored at a 
luncheon in San Francisco on her re- 
tirement from active service after 15 
years with the company. 


— 


With the death of Mieczyslaw Wan- 
iorek San Francisco’s insurance district 
lost one of its most picturesque char- 
acters. For years Mr. Waniorek, an in- 
surance broker, added color to “the 
street’? with his frock coat, top hat, cane 
and package of policies under his arm. 
Although 74 at the time of his death, 
Mr. Waniorek was active until the last 
and took an interest in afiairs of the 
San Francisco Insurance Brokers Ex- 
change and Life Underwriters Associa- 
tion. He was always an_ interested 
member of the audience at any gather- 
ing of insurance men and although 
caricatured in many of their skits, al- 
ways took it in good part. 
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Lawrence Speaks at Banquet 





New Detroit Company Holds Gathering 
for Staff—Stabilizing Force of 
Insurance Stressed 





DETROIT, April 9—The world’s 
greatest investment class are the 63,- 
000,000 Americans who own life insur- 
ance policies and they are a tremendous 
force for stabilization in depression 
times and an equally potent influence in 
recovery times, Thomas F. Lawrence, 
President of the newly formed Life In- 
surance Company of Detroit, told the 
company’s officers, directors and home 
office staff at a banquet. 

I shudder to think of what might 
have happened if this immense stabiliz- 
ing power had not been available, ready 
to be put into action when it was most 
needed in our dark depression days,” he 
, In the six depression years the 
ve insurance companies of this coun- 
try paid out more than $15,000,000,000 to 
their policyholders. 

Our country has 70 percent of all the 
world’s life insurance, even though we 
ave less than 8 percent of the world’s 
Dopulation, Making investments at fair 





values and holding them for the good of 
policyholders, our companies constitute 
a major factor in our economic secur- 
ity. 

“Even in normal times, 85 percent of 
the estates that go through probate con- 
sist of life insurance alone. It is the 
last thing that the average man will re- 


linquish, and today people are placing, 


greater reliance on it than ever before. 
The biggest, wealthiest men of the coun- 
try are building their plans on life in- 
surance to a far greater degree than 
ever.” 

Mr. Lawrence announced that the 
upward trend in the investment market 
has increased the value of the old De- 
troit Life’s bonds one-third -since last 
October. 

Other speakers were Theodore Levin, 
Detroit, vice-president and general coun- 
sel; F. A. Ossanna, Minneapolis, vice- 
president and associate counsel; Estel 
Scott, Kansas City, vice-president; R. 
B. Locke, Detroit, secretary-treasurer; 
W. B. Edwards, Chicago, chief land ap- 
praiser of the PWA housing division, 


and J. Earle Brown, Lansing attorney, 
who are directors. 


Checks totaling $100,000 in payment 
of insurance claims have been mailed 
by the Life of Detroit following the 








| 





as proofs of claims can be checked, says 
Theodore Levin, vice-president and gen- 
eral counsel. The checks represent pay- 
ments to beneficiaries of the Detroit 
Life, whose business has been taken 
over by the newly formed company. 


O’Malley for Mutualization 
of Continental of St. Louis 








ST. LOUIS, April 9.—Superintendent 
O’Malley of Missouri, who is to report 
to Circuit Judge Joynt on April 15 as to 
bids for the purchase or reinsurance of 
the Continental Life together with his 
recommendations, has announced that 
he will favor its mutualization. The 
company has been in charge of the Mis- 
souri insurance department for rehab- 
ilitation since May 25, 1934. On Jan. 1 
it had $59,571,061 of insurance in force; 
$13,196,276 in assets and $15,200,728 in 
liabilities. 

Sees More Confidence, Cooperation 


It will be necessary to mutualize un- 
less bids are received from financial in- 
terests of unquestioned integrity and 
ability, said Mr. O’Malley. He believes 
there will be more confidence and co- 





operation from the policyholders under a 
plan of mutualization. 

The Mound City Life, which was re- 
cently incorporated here with an au- 
thorized capital of $300,000, is expected 
to be among the bidders. 


Goes on Old Line Basis 


Policyholders of the Empire State 
Life Assurance Society, Jamestown, 
N. Y., have given their approval to the 
plan for reincorporation as a legal re- 
serve old line company, to be known 
as the Empire State Mutual Life. The 
company will celebrate its 50th anni- 
versary May 1. 








Receiver for Mutual Benefits 


Upon a petition filed by Ernest 
Palmer, Illinois director of insurance, 
Circuit Judge Joyce of Belleville, Ill, 
has appointed a receiver for the Great 
Monarch Mutual Benefit Association 
and the Surety Mutual Benefit Associa- 
tion of East St. Louis. H. B. Hershey 
was appointed receiver. 

The petition set forth that the con- 
cerns had joint assets of $1,066 with 
which to pay total claims of $9,033. 


Probe of Seattle Company 


The Public Service Life, Health & 
Accident of Seattle is being independ- 





THRICE WELCOME! 








A Cleveland policyholder lapsed a Midland 


Mutual $1,000 policy in August 1931. Divi- 


dends and cash value extended $968 protec- 


tion. Last month a Midland Mutual repre- 


sentative called to reinstate the policy and 


then learned that the policyholder was killed 


in August 1932. Result: Payment of $968 


plus $121.80 interest to his aged mother. 


An unexpected check of $1,089.80 is always 


THRICE WELCOME. 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 
Columbus, Ohio 
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ently investigated, according to Barret 
N. Coates of Coates & Herfurth, ac- 
tuaries. 

It is understood that this investiga- 
tion is being made by request of Com- 
missioner Sullivan of Washington to 
clarify the status of the company, which 
has been the subject of considerable 
criticism. 


Renew. West Virginia Licenses 


Licenses of the Prudential and Mon- 
arch Life in West Virginia have been 
reiewed by Commissioner Sims under 
court orders. The commissioner at first 
refused to issue licenses on the ground 
that these companies had made settle- 
ments in disability cases, instead of pay- 
ing what the commissioner thought they 
should have paid. 


Meet in Montreal Hospital 

MONTREAL, QUE., April 9.—The 
Montreal Life held its annual meeting 
this year in a local hospital, where the 
president, Arthur P. Earle, was confined 
through illness. William Penman, actu- 
ary and life department manager of the 
Atlas Assurance, which controls the 
Montreal Life, had come from England 
for the meeting and suggested the 
change in place rather than postpone 
the date. 


Honor Hay in April 
The agency organization of the Great 
National Life of Dallas is observing 
April as President’s Month in honor of 
President S. J. Hay, whose birthday 
was April 4. The company is stressing 


quality rather than quantity production 





this year, and emphasis during the 
month is not being placed on new busi- 
ness so much as net increase in insur- 
ance in force and keeping old business 
on the books. 


Occidental in Minnesota 


The Occidental Life is entering Min- 
nesota. Mel Nyman, manager at San 
Francisco, will go to Minnesota with 
home officials: to help. arrange for a 
state manager. 


Annuity Plan for Teachers 


LINCOLN, NEB., April 9.—The 
state board of education has tentatively 
agreed on a pension plan for teachers 
in the four state normal schools. It is 
proposed that every teacher under 43 
shall be required to take a deferred an- 
nuity policy'in the Teachers Insurance 
& Annuity for monthly benefits of $50 
a month, payable after age 70, or hold 
an equivalent policy in an old line life 
company. The board and the teacher 
are each to contribute $5 monthly to 
premium payments. It is planned to 
make the plan effective June 1. 


Mac Agency’s Annual Meeting 


H. R. Ricker, assistant secretary, and 
L. J. Evans, assistant director of agen- 
cies, Northwestern Mutual Life, pre- 
sided at the morning and afternoon ses- 
sions of the annual meeting Tuesday of 
the W. J. Mack agency, Cincinnati. The 
agency’s paid business the first quarter 
was the largest for that period since 
1930 and a 13 percent increase over 1935, 
January paid business being the largest 
of any month in the agency’s history. 





Central Life 
Salutes FAMOUS 


MEN OF ACTION 


Theodore Roosevelt, affectionately known 
as “Teddy,” who served as President of the 


United States from Sept. 1901, 


March 4, 1909. 


14, 


to 








Theodore Roosevelt 


. . apostle of the strenueus 
life and brilliant leader of 
men, said: “I have always 
had a horror of words that are 
not translated into deeds.” 
Central Life’s “Prospecting By 
Mail” plan is one of the many 
sales plans that assist Field 
Men to translate plans inte 
deeds and become 


“Men of Action” 


Quoting W. C. Irwin, general 
agent at Wenatchee, Wash.: 
“I have been using the new 
‘Prospecting By Mail’ program 
most effectively. It is the best 
plan for breaking down initial 
sales resistance that I have 
ever seen. Nearly every call 
results in an interview. This 
sales plan undoubtedly is large- 
ly responsible for the improve- 
ment in quality and quantity 
of business in this agency.”’ 




















CENTRAL LIFE 


ASSURANCE SOCIETY 


Des Moines, Iowa 
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Cameron Resumes Old Post 


Prominent Consultant Returns to Great 
Southern Life as Vice-President 
and Actuary 


J. C. Cameron, who for many years 
was vice-president and actuary of the 
Great Southern Life and a director, has 
returned as a full-time official, in the 


J. C. CAMERON 


same capacities that he formerly occu- 
pied. . 

Mr. Cameron resigned two years ago 
to build a business as consulting actu- 
ary, with offices in New York and Chi- 
cago. He was a member of the con- 
sulting actuarial firm of Cameron & 
Chambreau. However, he never actu- 
ally severed his connection with the 





- aS 
Great Southern. He was retained as 
consultant on actuarial and other mat. 
ters. He is to discontinue his consyj. 
ing. offices and assumed his post imme. 
diately in the home office at Houston 
Texas. - ‘ 


Minnesota Mutual Men on Coast 


H. J. Cummings, vice-president Min. 
nesota Mutual Life; Bragdon 
group manager, and Wm. H. Hager. 
man, comptroller, are visiting southery 
California and the Los Angeles agency 
Earl M. Moore, general agent. Messrs. 
Cummings and Hagerman left St. Pay! 
March 14, going to Chicago and De. 
troit, then to the Carolinas, and then to 
the Pacific Coast. -Mr. Bragdon joined 
the party at Denver. 

Mr. Cummings addressed a lunch- 
eon-meeting of the Life Underwriters’ 
Association of Long Beach, Cal., on 
“Odds and Ends in Life Underwriting.” 


Southern Named Manager 


The Union Mutual Life of Maine has 
appointed Henry J..Southern, Jr., man- 
ager of its underwriting department. He 
joined the Union Mutual last November 
after serving with the Lincoln National 
Life. He graduated from Furman Uni- 
versity of Greenville, S. C., in 1928, 
securing his master’s degree from the 
University of Michigan the next year. 


Howland, Brigham in Denver 


F. A. Howland, president, and E. S. 
Brigham, vice-president National Life 
of Vermont, were honor guests at a 
luncheon given in Denver by Standart 
& Main, general agents for Colorado 
and Wyoming. 


Vice-President, Not Director 


John B. Mills, who was elected vice- 
president of the American National of 
Galveston, was not chosen a director, as 
erroneously stated. 








SALES MEETINGS 





Lincoln National in Meetings 


Delegation of Officials Takes Part in 
Regional Gatherings for 
Texas Agents 


A. L. Dern, vice-president; Dr. W. 
E. Thornton, medical director, and Ce- 
cil Cross, vice-president and assistant 
manager of agencies Lincoln National 
Life, have just completed a series of 
agency meetings at El. Paso, Amarillo, 
Dallas and Beaumont, Tex., attended 
by agents in adjoining territories. O. D: 
Douglas, San Antonio, general agent, 
and J. L. Lawrence, associate general 
agent, presided. 

“Proper Methods’ of . Developing 
Agencies,’ with emphasis -on the proper 
selection of agents and the responsibility 
of the general agent to men selected, was 
treated by Mr. Dern. and “Medical 
Selection,” as related to the work of 
the field men and the methods employed 
in the home office medical department, 
was developed by Dr. Thornton to show 
the importance of the agent’s personal 
ccoperation in selection of risks. 


Metropolitan’s Coast Meetings 


F. J. Williams, second vice-president 
Metropolitan Life in charge of the Pa- 
cific Coast office; J. H. Almy, super- 
intendent of agencies; Dr. W. P. Shep- 
ard, assistant secretary in charge of 
welfare; D. D. Beardslee, manager 
publication division, and R. H. Nash, 
manager of field education, held the 
first of a series of $100,000 Club confer- 
ences in the Pacific Northwest at Port- 
land and Seattle this week. Later in 





the month similar conferences will be 
held in Denver, Salt Lake City, Los 
Angeles and San Francisco. 


President Cox on Tour 


President Guy W. Cox of the John 
Hancock Mutual has started a tour dur- 
ing which he will meet with John Han- 
cock representatives in various sections. 
The first meeting was held at Salem, 
Mass., and John Hancock agents 
throughout northeastern Massachusetts 
were present. He held a meeting at 
New Haven Thursday of this week. 
There will be meetings in Boston April 
15 and 17; Providence April 23, and 
Worcester April 29. 


Minnesota Agents Confer 


Fifty Minnesota representatives of 
the Provident Mutual Life attended the 
annual ‘sales conference in St. Paul. The 
home office was represented by Thomas 
Hertzberg and W. D. Cross, assistant 
manager of agencies. H. C. Martens, 
St. Paul general agent, was in charge 
of the arrangements. A. dinner dance 
for the agents and their wives was 4 
feature of the meeting. 


Federal Life Men Meet 
DAYTONA BEACH, Fia., April 9— 
Optimism over future prospects were 
expressed at a three-day meeting here ot 
Federal Life producers. President 
Isaac Miller Hamilton and other off- 
cials spoke. 


American Reserve Conference 


General agents of the American Re- 
serve Life of Omaha attended a one- 
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eting in the home office, mark- 
close of the anniversary month 
_ At the banquet, A. T. King, 
neral agent, Warrensburg, Mo., re- 
atly appointed, was presented a gold 
Ost watch by Governor Cochran of 
Vebraska for leading the entire agency 
organization during the campaign. 








B. M. A. Regional Meets | 


\ regional sales meeting will be held 
at Louisville April 13. and 14 by the 
jysiness Men’s Assurance for Kentucky 
alesmen. J. C. Higdon, vice-president 
is charge of sales, will conduct. E. W. 
Welton is manager. cate 

Qn April 15 Mr. Higdon will hold a 
meeting for Tennessee salesmen at 
Nashville. This branch was opened this 
ver by G. M. Greeley. : 





Hold Coast Regional Meets 


R. B. Richardson, executive ‘vice- 
president Montana Life; Lee Cannon, 
superintendent of agents, and €.° D. 
Greenfield, Jr., agency secretary, held 
regional sales meetings in Los Angeles 
April 1-2 and Portland, Ore. April 6-7. 
Other meetings will be held in Seattle, 
April 10-11; Helena, April 17-18, and 
Billings, Mont., April 21-22. 





Ohio State’s Sales Schools 


A week's school for agents of the 
Ohio State Life in northeastern Ohio 
is to be held in Cleveland, opening 
Monday. Carl Adams, Cleveland man- 
ager, will preside and W. V. Woollen, 
Columbus, superintendent of agencies, 
will be the principal speaker. A school 
also is to be held at Newark April 20. 





CHICAGO NEWS 





CARPENTER’S NEW OFFICE 


The Carpenter Estate & Trust Serv- 
ice, professional life underwriters and 
estate planners, have taken offices in 
room 1844, One LaSalle Street build- 
ing, Chicago. H. C. Carpenter, head 
of the organization, has. published a 
book, “Modern Estate & Trust Service.” 
He has prepared a “Modern Soliciting 
& Estate Planning Manual” and “Ac- 
tual Histories of Cases Serviced.” This 
office offers its service to agents and 
brokers either on a fee or commission 
basis. 

* * * 
STOCK QUOTATIONS 

H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life ..... 10 F 38 39 
Alliance Life ... 1 3 one 1% 2 
Bank. Nat. Life. 10 1.00 19 21 
Central Life, Ill. 10 See 5 10 
Cent. States Life ae 2 28 


Colonial Life ...100 : 
Columbian Nat. .100 4.00 90 100 
Conn. Gen. Life. 10 .80 50 52 
Cont. Am. Life.-10 1.20 30 35 
Cont. Assurance. 10 2.00 42 44 
Farm. & Traders.100 

Fed. Life, Chgo. 10 ree 
Girard Life .... 10 .40 


Life of Va. ..... 20 3.00 90 105 
Lincoln Nat. 10 1.20 31% 33% 
New World . 10 .40 7% 8% 
Northw. Natl. 5 wae 13 14 
North Amer. 2 = 3% 4% 
Ohio National 1 .00 23 25 
Ohio State Life..100 10.00 225 


Old Line Life... 10  .60 15 17 
Pacific Mutual .. 1 ae 


* OK OK 
BRENNAN AGENCY HOLDS DINNER 


The Brennan agency, Fidelity Mutual 
Life, Chicago, held a “victory” dinner, 
Manager J. H. Brennan being host. 
This ended a drive in March in con- 
nection with a national campaign. Paid 
business of the agency was larger than 
‘or many years. -J. B. Campbell, St. 


uls manager, was guest of honor and 
The agency. has 12 full time 


Speaker, 


‘agents as compared with the two men 


on the staff last July. 
* a % 
-BEHR IS ASSISTANT MANAGER 


Lou Behr, “millionaire” of the Lust- 
garten agency, Equitable of New York 
in Chicago, has been appointed assistant 
and not “associate” “manager, as was 
stated in:an item.. As assistant manager 
he has charge of a. unit, although. most 
of his time will be spent in personal 
production. 

kk OK 

RUTSTEIN GENERAL AGENT 


‘The Indianapolis Life has appointed 
Milton Rutstein’ of Chicago as general 
agent. He formerly represented the 
Equitable of New York... He wrote 155 
applications: in 1935 for a total of 
$308,000. , 
ae. ee, : 
HEXTON EDUCATIONAL DIRECTOR 


J. S.. Hexton has been appointed edu- 
cational director of the J. R.- Hastie 
agency of the Mutual Life of New York 
at Chicago. He fills the vacancy cre- 
ated by the death of I. B. Jacobs. Mr. 
Hexton has been a leading producer for 
ten years and in 1935 led the agency in 
new produce. : 

WEAVER TO ADDRESS LAWYERS 

At the meeting of the Chicago Life 
Insurance Lawyers Club April 14 a pa- 
per will be given John Weaver, a story 
by Paul G. Annes and Review of Cur- 
rent Decisions by N. A. Nelson, Jr. 


Central States Loan from 
RFC Is Under Advisement 


WASHINGTON, April 9—Chair- 
man Jesse Jones of the Reconstruction 
Finance Corporation has taken wtnder 
advisement the request for a loan from 
the RFC to be used in connection with 
refinancing plans of the Central States 
Life of St. . Louis. Superintendent 
O’Malley of Missouri and Arnold G. 
Stifel, a director of the life company, 
conferred here with RFC officials about 
the proposed loan. Superintendent 
O’Malley declined to comment on the 





but indicated he would remain in Wash- 
ington until he obtained a definite an- 
swer from the RFC. 

It was explained by officials that the 
conferences were not limited to discus- 
sion of any particular method, but can- 
vassed all possibilities, including those 
of making a loan on collateral and the 
purchase of preferred stock. Further 
conferences with those interested will 
be undertaken before any decision is 
reached. 


Hear Union Mutual Case 


DES MOINES, April 9.—Claim that 
the Union Mutual Life has $40,000 sur- 
plus and is solvent was presented to the 
district court here by company attor- 
neys resisting a petition for a receiver 
filed by the Iowa department. They said 
$40,000 additional had been written off 
the books of the company in connection 
with cases settled. 

On the other hand, counsel for the de- 
partment alleged the company is insol- 
vent because of the character of its risks 
and that a large portion of such risks 
were written without medical examina- 
tion. It also was claimed that many of 
the settled claims were compromised at 
heavy reduction and such settlements 
are susceptible of reopening to financial 
loss to the company. 

Indications were that the hearing for 
receivership would occupy the rest of 
the week. 


C. P. A. Los Angeles Speaker 


W. C. Graves, past president Los An- 
geles Chapter of Certified Public Ac- 
countants, speaking to the Los Angeles 
C.-L. U. chapter, reviewed the history 
of the Certified’ Public Accountant 
movement and the analogy between 





j that history. and the development and 
i future of the C. L. U. movement. 
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details of the plan under consideration, | 








Speaking of DIETS 


a certain physician has observed that he 
could relieve the majority of digestive 
complaints if only he could prescribe 
$50,000. Here, it would seem, is another 
boost for RETIREMENT INCOME. 


VIBRG 


Home Office: 






Richmond, Va. _ ; 
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Doorway to 


e JANUARY ... 
e FEBRUARY ... 


... Two of the largest 
months in production 
for the Provident in 
the 49-year history of 
the Company. 


With steady addi- 
tions in Agency or- 
ganization, even 


greater records are 
indicated. 































the House of Protection * 


We congratulate the enthusiastic Provident Fieldmen in 
35 States who are making fine old records look pale. 


PROVIDENT 
Life and Accident 


Insurance Company 
Chattanooga..... "Since 1887" ..... Tennessee 





























j When Peary Discovere 
The North Pole 


From the Arctic wastes, Commodore Peary first flashed the 
news in 1909 that he had planted the American flag at the North 
Pole. 


Few thought, though, of the planning, the months and years 
of effort that led to Peary’s final triumph. Great things aren't 
done overnight—in exploration—or in Life Insurance. Yeomen 
Mutual Life was already 14 years old when Peary conquered the 
pole. Today, Yeomen Mutual is one of America’s greatest com- 
panies because 40 years of strong, conservative building have 
made it so. You sell seasoned SECURITY when you sell a 
Yeomen Mutual policy. 


“Service Through the Years” 


we eomern Y/ dutual ne 


Home Office, Des Moines, Iowa 
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LIFE AGENCY CHANGES 





Stroud Made Dallas Manager 


Well-Known Texas Life Man Takes 
Charge of Jefferson Standard Life’s 
Office There 








Layden L. Stroud, a native of Texas 
and well known in life insurance circles 
in that state, has been appointed Dallas 
manager of the Volunteer State Life, 
with headquarters at the Texas branch 
office, 511 Santa Fe building, Dallas. 
The appointment was made by Thomas 





LAYDEN L. STROUD 


Burke, superintendent of agents, who 
has just completed a tour of the com- 
pany’s Texas offices. 

Mr. Stroud has been in life insurance 
work more than 20 years, for eight years 
as a full time agent, with a very suc- 
cessful record, and for the entire past 
12 years engaged in managerial work 
and agency building. 

Mr. Stroud was formerly vice-presi- 
dent and field supervisor of the Gulf 
States Life of Dallas. He was an organ- 
izer and served as secretary and agency 
director of the old Harvester Life of 
Dallas until he joined the Gulf States. 
He also was with the United Fidelity 
Life of Dallas at one time. He succeeds 
T. L. Bond, who resigned recently to 
join the E. F. White general agency of 
the Connecticut Mutual Life. 





Pennewell with New Company 


L. E. Pennewell has joined the Co- 
lumbus Mutual Life as agency director 
at Minneapolis. He has organized the 
Gopher state agency and he will operate 
in Minnesota with offices in the North- 
western National Bank building. His 
son, J. L. Pennewell, will be assistant 
director of the organization. 

L. E. Pennewell went to Minneapolis 
four years ago as instructor of agents 
for the Mutual Life of New York with 
which he has been connected about 14 
years. ‘“He was a district agent at 
Oshkosh, Wis., and later at Madison, 
Wis. 


Becomes Salt Lake Manager 


M. J. Sather has been appointed man- 
ager of the Salt Lake City district of 
the Sun Life of Canada, succeeding R. 
E. Dorius, who will continue to be asso- 
ciated with the district. Mr. Sather had 
been working for the Canadian com- 
pany in that district for some time. 








Kierstead with Penn Mutual 


W. H. Kierstead who resigned as gen- 
eral agent of the Home Life at Newark, 
has become associated with the Penn 
Mutual Life there. 








ey 


Broaddus with Guardian Lif, 


Acacia Mutual Head in Chicago 3, 
comes Manager There for the 
New York Company 








Lynn S. Broaddus has resigneq x 
general agent in Chicago for the Acacia 
Mutual Life to become manager of an 
agency in the same city for the Guardiay 
Life. He is an agency operator, whose 
ability has been recognized for sever) 
years, and he attained national pron. 
nence since last year because of the a¢. 
dress that he gave before the managers 
section at the annual meeting of the Na. 
tional Association of Life Underwriters, 
He made such a hit on that occasion that 
he was in instant demand for engage. 
ments throughout the country and he 
has been on the circuit ever since. 

He has been manager of the Acacia 
Mutual in Chicago for about seven years, 
After some experience in the mercantile 
business, he started in life insurance 
work in Peoria, Ill. He later was ap. 
pointed district manager there, later 
agency manager in Peoria and Indian. 
apolis. He served for some time 3 
superintendent of agencies for the Se 
curity Life of Chicago, then as home 
office general agent for the Central Life 
of Illinois and then with the Acacia 
Mutual. 

In 1934, he served as chairman of the 
life insurance division of the Community 
Fund in Chicago. In 1935 he was chair- 
man of the life insurance week commit 
tee for the Chicago association. He is 
chairman of the Chicago Association 
sales congress to be held April 16. 


Gygli Named at Columbus 


The Penn Mutual Life has established 
a general agency in charge of R. P. 
Gygli at Columbus, O., with offices in 
the Brunson building. Mr. Gygli grad- 
uated from Colgate in 1923 and started 
in life insurance in 1923 in the group 
department of the Aetna. A year later 
he became a personal producer, and in 
the 13 years since then he has averaged 
over $300,000 of paid business, the 
amount last year being $400,000. He 
left the Aetna in 1934 to join the Penn 
Mutual Life at Cleveland as a unit 
manager. Although busy as a super- 
visor, he has been one of the agency's 
ranking producers. He has had success 
in recruiting and training agents. 


Canada Life Appointment 


J. R. Wandless, manager, Canada Life 
in Great Britain for the past 17 years, 
has retired, and is succeeded by W. P. 
Braund, who joined the company at 
Plymouth, became branch manager at 
Bristol in 1924, assistant agency super- 
visor in 1932, and supervisor of pro- 
vincial agencies in 1934. 


Named Fort Worth Manager 

A. E. Jones has been appointed man- 
ager at Fort Worth, Tex., of the State 
Mutual Life. For the past five years 
he has been district manager at Abilene 
of the Jefferson Standard Life. Besides 
handling his agency work he has pro- 
duced about $200,000 of personal busi- 
ness annually, 


Cooper Named Manager 

The Douglas Lawson agency of Bos- 
ton has appointed W. Rudolph Coopef 
manager of its life department, which 
represents the Columbian National Life 
of Boston. Mr. Cooper is a graduate 
of the Wharton School of the University 
of Pennsylvania and was formerly in the 
Aetna Life office in Boston. 








Joins Guarantee Mutual 
W. J. Yuvan has been appointed gen- 
eral agent of the Guarantee Mutual Life 
in charge of northern California. Mr. 
Yuvan entered life insurance in >a 


Francisco three and a half years ag0 
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cago Be, He has been prominent in the San 
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s gard. During his college days at St. 
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® Guardian Maxwell Joins Ohio State 
ot’ sea Roy Maxwell, who becomes general 
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lerwriters but for the last two years has been state ; 
asion that manager for the National Union Assur- 
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ince, Made Louisville Manager 

le Acacia - 

: County Judge J. H. Pickett of Taylor 

ie years, MF ounty, Ky., has been appointed Louis- Cc O a PA fw Y 

ee ville manager of the Fidelity Mutual 

nsurance HM rife and will move to Louisville as 

a 4): M soon as court matters are wound up and M. W. HULSEY eeinineens ae 

| indian his resignation accepted. M. W. Hulsey has been appointed 

time i p general agent at Dallas for the Ohio 

the Se American Reserve Appointments | State life. He was formerly southwest- INDIANAPOLIS, INDIANA 

as home The American Reserve Life of Omaha | ern manager at Dallas for the Alliance 4 
tral Life has made the following general agency Life of Peoria, which withdrew from 


- Acacia ff appointments: F. Friesen, Norfolk, | Texas recently. Mr. Hulsey joined the 
Neb.; W. J. Kness, Carroll, Ia.; W. V. | Alliance Life in May of last year, taking 


Gaines, St. Joseph, Mo.; B. F. Streeter, | charge of Texas, Oklahoma and Arkan- @ All policy contracts are issued on a non-par- 
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16, Palmer Anderson, St. Paul, has been | the Illinois Bankers Life and as general has to pay. 
named field assistant in the Minne- | agent paid for over $55,000,000 of Texas 
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bus apolis territory for the Travelers. He | business. 
bli succeeds Glenn Mather, who has joined | more than 300 agents on its staff. In 
—~ the sales promotion department of the | 1929, he was promoted to agency direc- 
oe P. National Container Association. tor of that company at the head office. 
face nates In -~ none - i % Sennen 
x edar Rapids Office record, building a sales force w ich pro- 
Started Opens C lt duced in excess of $1,000,000 paid for 
gtoup A. T. Lynner, Iowa manager General | hysiness per month. 
r later American Life, has opened a district 
and in office at 220 Iowa Theater building, 
er Cedar Rapids, Ia. soutien. This has ond « sub- . 
_ ; Fae stantial increase in place usiness 
re Rich Appointed Division Manager | from new organization and a total in- An Announcement 
tat Bf Caton S. Rich has, been appointed |ceaes of 4 percent in placed business 
super. ivision manager of the Martin W. Lam- 
ree mers agency of the Continental. Amer- first quarter. Becinninc January 1, 1936, all policies 
uccess J ican Life in Philadelphia, in charge of Life in Dall issued by this Company will be priced at 
—. a ~~ on Mr. Get Manhattan e in as rates based upon e American Experi- 
ich graduated from the arton Floyd West & Co. of Dallas have r nd 31 in- 
} School of the University of Pennsylva- | opened a life department and have been pnt Pag 2 Me ~ tality a id 470 r 
4s nia in 1923. He entered life insurance in | appointed Texas general agents of the erest. iabular Neserves a at rate 
i Life JF Philadelphia i National | 4}? Oo $ vide liberal -forfei I 
‘ hiladelphia in 1928 with the National |} Manhattan Life of New York. provide ral non-forfeiture values. 
oe fa of Vermont, and pegree the - Ou lici os Acai 
ge, . U. designation in 1932. Since 1934 he r new policies are written under the 
iy at has been connected with the home office Holloway to Belton, Mo. t mod 1 f life i d 
v , most modern pian 0 e insurance an 
er at agency of the Provident Mutual. The R. L. Holloway has been named dis- are devised to meet in the future, the 
uper- Continental American’s Philadelphia | trict manager for the Mutual Life of ’ 
pro- agency is working out a zone plan of | New York at Belton, Mo. He is suc- kind of problems presented to both 
ceeded as service representative of the Agents and Policyholders by the late 
Kansas City branch by Kenneth J. depression. 
r Patzman, 
nan- Life A Not We have a policy to meet any life insur- 
ae J i Apc ns A ance need—from short term to endow- 
eorge Bond, formerly education - A 
ilene rector Mid-Continent Life of Oklahoma ments, and they are all fully partici 
‘ides City, has been appointed special agent pating. 
pro- of the Northwestern Mutual. 
uSi- The Ohio State Life has appointed 
Col. W. W. Wheeler of Kansas City as . ° 
a district manager, associated with E. K, Agency openings wm 
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Specialization Trend Is Seen 


Seefurth Tells New York Association 
Greater Skill Results from 
Concentrating 


NEW YORK, April 9.—With the in- 
creasing professionalization of life in- 
surance selling, there will be a tendency 
toward a far greater degree of specializa- 
tion than now exists, Nathaniel See- 
furth, manager Seefurth Service, Chi- 
cago, predicted at the first of a new ser- 
ies of lectures on specialized selling 
sponsored by the New York City Life 
Underwriters Association. 

Thus, a business insurance specialist 
would know all the answers in that field 
and would know enough about other 
fields to know their problems when he 
saw them and would call in specialists 
to handle them. Agents would handle 
spose jointly with these specialists, he 
said. 

The proposed surplus taxes will pro- 
vide an excellent opportunity for cor- 
porations to save themselves money by 
investing present surpluses inj single 
premium insurance, he said. Annual 
premium insurance would have the 
drawback that subsequent premiums 
would be subject to surplus tax the 
same as any other form of undivided 
surplus. 

Mr. Seefurth suggested the possibil- 
ity of organizing stock purchase trusts 
so that corporations could set up funds 
so that employes or minor stockholders 
could buy the corporation on the death 
of the major stockholders. He said an 
arrangement probably could be worked 
out that would be free from taxation. 

Se 


Program Is Prepared for 
Annual Chicago Sales Meet 


Nationally known speakers will appear 
on the program at the annual sales con- 
gress of the Chicago Association of Life 
Underwriters, April 16. Those taking 
part in the session are as follows: C. H. 
Voorhees, counsel Connecticut General 
Life; P. Trosper, Detroit, ‘general 
agent New York Life; O. Sam: Cum- 
mings, state general agent Kansas City 
Life at Dallas, Tex.; Bert C. Nelson, 
special agent Northwestern Mutual Life, 
Milwaukee, and Roger B. Hull, manag- 
ing director National association. 

The program has been arranged by 
General Chairman Lynn S. Broaddus, 
newly appointed Chicago manager for 
the Guardian Life, who will also preside 
at the morning session of the congress, 
The afternoon session will be in charge 
of John Morrell, leading producer of the 
Equitable Life of New York and asso- 
ciate. manager Lustgarten agency Equi- 
table Life of New York at Chicago. 

*- OK, Ok \ 

Illinois—Herbert Hendricks of Decatur 
reports complete revision of by-laws 
will be proposed at. the annual meeting 
in Springfield April 24. He is chairman 
of the committee on -constitution and 
by-laws.'. The changes are deemed ad- 
visable to bring operation of the organi- 
zation in line with conditions. ; When 
the association was formed in 1925 it 
was a rather informal union of. seven 
local associations with membership of 
461 and little activity outside of an 
annual meeting. Today it is a militant 
body with'18 local associations and over 
officers devoting much 
time. to legislation, local meetings, 
speakers, sales congress, ete. It is pro- 
posed to start the fiscal year July 1 to 
replace’ the ‘board of* directors and ex-+ 
ecutive committee by one board or com- 
mittee; to have a roster of standing 
committees with specific duties, and also 
proper affiliation with the National as- 
sociation. With minor adjustments to 
‘suit’.local conditions, the revision will 
follow the model state association by- 
laws recommended by the National as- 
sociation. ets 

* * ok . 

Toronto—R. B. Coolidge, superintend- 
ent of agencies Aetna Life, will be the 
speaker at a luncheon April 16. 





Extend Michigan Activities 
Upper Peninsula to Be Organized as 
Fifth Zone in Association’s 
State-wide Setup 


—_—_—__— 


LANSING, MICH., April 9.—The 
Michigan Life Underwriters Association 
is extending its organization work into 
the upper peninsula and will soon add 
that territory as a fifth zone in the state- 
wide setup, according to announcement 
at the central zone meeting here. P. J. 
Crandall, Jackson, president state asso- 
ciation, said Humphrey Marshall, for- 
merly president of the Battle Creek as- 
sociation, is undertaking the task of 
organizing the northern territory from 
his present home in Sault Ste. Marie. 

A joint luncheon was held with the 
Lansing association, Ray Nowlin pre- 
—- The zone meeting was in charge 
of E. A. Poat, Battle Creek, state asso- 
ciation vice-president and director of 
zone activities. 

The need for a larger appropriation 
for the Michigan department was 
brought out in the luncheon talks of J. 
E. Reault, second deputy commissioner, 
and Representative V. J. Brown of 
Mason. : 


Committee Reports Presented 


N. E. Glassbrook of Lansing reported 
for the committee on agents’ qualifica- 
tion, licensing and field practices, and 
told of the progress it is making. J. 
Arthur Pino, Lansing, immediate past 
president of the state association, told 
of the preliminary work ona legislative 
program at the 1937 session. The asso- 
ciation has some definite objectives in 
this regard, particularly the provision of 
additional safeguards for beneficiaries 
against claims of insureds’ creditors, the 
inclusion of the so-called “spendthrift 
clause” in life contracts, and the legali- 
zation of the ‘ ‘aviation rider,” now out- 
lawed in this state. 

Another zone meeting is to be held in 
Jackson May 9. The state convention 
is scheduled for May 22-23 in Grand 
Rapids. 

* * * 

Colorado—Horace Mecklem,' general 
agent New England Mutual Life, Seattle, 
will speak at a meeting of the associa- 
tion in Denver April 14. On April 29 
R. B. Hull, managing director National 
association, will speak. The association 
is concentrating on its membership drive 
and hopes -to reach its goal of 500 mem- 
bers by Life Insurance Week, May 12. 

*x* *k x* 

Texas—June 26-27 have been set as 
the dates for the annual meeting of the 
Texas association at the. Blackstone 
Hotel in Fort Worth. The annual con- 
ference of managers and general agents 
will. be held the first day and the con- 
vention proper the second day. The first 
annual banquet of the Leaders Round 
Table, created at the last annual meet- 
ing, will be June 26. A state-wide mem- 








Texas May Seek National 
Association Meet in 1937 


Texas life underwriters may 
again invite the National Associa- 
tion of Life Underwriters to hold 
its annual convention in Texas. 
Sentiment. expressed orally and 

“by letters read at a recent informal 

breakfast meeting called by Presi- 
dent H. Kenneth ‘Cassidy at 
Houston. was predominantly in 
favor of renewal of the invitation 
for the 1937 convention. The 
Texas bid was rejected in favor 
of the Boston invitation for the 
19386 meeting at the last annual 
meeting in Des Moines last Sep- 
tember. The sentiment of the 
underwriters has been reported to 
the directors of the Houston asso- 
ciation for appropriate action. 








bership drive is to be héld immegig 
before the. meeting. Jul Baumann, i 
Worth general agent ifle Mutu 
Life, will be chairman of the Manages 
meeting, and President H. Kenneth Ce 
sidy’ of Houston, Pacific Mutua] Lite 
in charge for the convention proper." 
* * * 

Durham, N. C.—R. P. Thierbach, assis 
ant ‘director of agencies Northwesten 
Mutual Life, will speak on “Why Na 
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1: iy 1t?” April 13. Mr. Thierbach will be |} last September, 11 addresses have been —_—— —e er 
aU mediatgy By urham for a meeting of the L. W.]| delivered before high ‘school students,: iy 
acifienw F in ‘ion general agency of the Northwest-| civic and service clubs and Parent- 
the © Mut ” Mutual. His ‘itinerary will also in- | Teacher Associations, with total attend- 
Ke MAanagery yo meetings of the R. K. Law general | ance of approximately 4,000. ‘Three more 
eaten ee pera Baltimore; A. L, Baldwin, Wash- | addresses are tentatively_scheduled for 
eat ¢, iy es . Cc, and W. T. Nolley, Rich-| the near future. 
Proper, er Va. ; *x* ok Ox ‘ 
rbach ASsist, wae South Bend, Ind.—Dr. S. S. Huebner 
Northwa.- neeling, W. Va.—C. C. Day, general , was principal speaker at a-series of 
yn “when wit Pacific Mutual, Oklahoma City, , meetings under the auspices of the DECEMBER 31, 1935 
ms Y Not wiressed a capacity audience. The April South Bend association. He was honor 


meeting will be addressed by M. V. Co- 
hill of the Edward A. Woods agency of 
j rgh. 
pittsburs ees 
Montreal-—Stating that only 44.7 per- 
cent of the contracts handled in eight 
years remain in force today, Gerard Pa- 
rizeau, professor of insurance at the 
school of Higher Commercial Studies in 
‘Montreal, ina talk before the association 
here, suggested that agents should be 
remunerated to a greater extent on the 
pasis of the business that remained in 
force. 

* * x 
Detroit—O. Sam Cummings, Kansas 
City Life manager in Texas and secre- 
tary of the National association, will 
speak April 15. 

* * xX 
Indianapolis—Thomas P. Cusack, Met- 
ropolitan Life, vice-president and chair- 
man of the membership committee, is 
directing a campaign to place Indian- 
apolis among the five leaders in mem- 
bership in the National association. 

*x* * * 
Des Moines—R. B. Hull, managing di- 


GS 


Illinois 
ur new, 


April 22 on “Individual Provision 
Government Bounty.” 
* ok 


New Orleans—Successful salesmanship 
depends chiefly upon establishing a 
clientele, R. B. Coolidge, superintendent 
of agencies Aetna Life, told the New 
Orleans association. “This requires not 
only the use of advanced business meth- 
ods, but also the development of a 
standing in the community through par- 
ticipation in civic enterprises,’ he said. 
* * * 


Los Angeles—V. J. Adams, Reliance 
Life, chairman of the public relations 
committee, reports that as a result of 
the activities of this committee since 


vs. 





rector National association, will speak ' 





guest at a luncheon given by the direc- 
tors of the association, later spoke at 
an afternoon conference attended by in- 
surance men from many cities in north- 
ern Indiana and southern Michigan, and 
in the evening addressed a _ public 
gathering at the Central high school. 
* *K * 


Cincinnati—“Prospecting” will be the 
subject of an address by O. Sam Cum- 
mings, manager Kansas City Life, Dallas, 
April 14. Offices of the association have 
been moved from Carew Tower to Hotel 
Gibson. 

*x* * xX 

High Point, N. O.—W. V. Idol, Jr., has 
been elected president; W. P. Harris, 
vice-president; W. L. Clark, secretary- 
treasurer; H. L. Buck, Jr., assistant sec- 
retary-treasurer, and M. M. Schwartz, 
national committeeman. 


* * * 


Jonesboro, Ark.—D. B. Aycock, vice- 
president of the state association, spoke 
on “The Advantages of Belonging to 
Your Local Underwriters Association. 

A complete report of the Arkansas 
sales congress at Little Rock was made 
by L. M. Wilson, president of the state 
organization. 


* * * 
Lima, 0.—The association has been 
incorporated, 

+ & * 
Nashville, Tenn.—Henry M. Powell, 


general agent for Georgia of the State 
Mutual Life, spoke on “It Can Be Done.” 
He spoke in Columbia, S. C., last week 
at the Carolina State Sales Congress and 
is scheduled to speak to the Alabama 
state association in June at Montgomery. 


* *k x 
Warren, 0—C. M. Carter, district 
manager Equitable of New York in 


northeastern Ohio, will speak at a meet- 
ing Friday. 
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Leadership Main _ Essential 





Equitable Official Gives Gist of Super- 
visors Job at Chicago Club’s 
Gathering 








Unit supervisors must be leaders and 
not pushers, W. M. Rothaermel, super- 
intendent of agencies, central depart- 
ment, Equitable of New York in Chi- 
cago, told the Life Agency Supervisors 
of the latter city at the April meeting. 
He discussed the value of time control 
and organization of work. 

A supervisor’s task requires that he 
be a good personal producer, for in 


able to show them how policies are sold, 
but help many of them over the difficul- 
ties of the first few months by selling 
some of their prospects. 

Field work by the supervisor is es- 
sential. It may take the form of pros- 
pecting for new agents, joint work or 
personal production, but preferably all 
three. The supervisor should spend the 
hours from 10 a. m. to 4 p. m. in the 
field five days a week. Routine and of- 
fice work should be relegated to the 
time before and after this period. 


Offers Good Suggestion 


Mr. Rothaermel stressed that the mid- 
dle period of the day is 50 percent com- 
mussion time and should be used for pro- 
duction. The 5 percent time should be 
employed for non-productive activities. 
Education should be carried out in the 
class room, It differs from training, 
which is a product of field work. 

Prospecting is either an orderly proc- 
€ss or a problem, he said. Organiza- 
tion of work resolves it into a routine 
Step in the day’s work. 

Mr. Rothaermel said ‘Thursday and 
Friday are good days in which to con- 


| 





training agents he must not only be} 





tact new agent prospects, and Satur- 
day, especially at lunch, is ideal for clos- 
ing the agent. His wife may be in- 
vited and any possible resistance on her 
part to having her husband enter the 
business met before it causes bad ef- 
fects. Saturday also is a good “clean- 
up” day. 

Mr. Rothaermel said every supervisor 
and agent must have a plan of work, 
but it must be suited to his needs—a 
personal plan. No plan, however good, 
will function well without work, he said, 
but there is none so poor that it will not 
bring results if followed energetically. 
Talmage Smith, New England Mutual, 
president of the club, presided. 


Addresses Utah Life Managers 


Prof. L. E. Young, head of the de- 
partment. of western history, University 
of Utah, was the principal speaker of 
the Utah Life Insurance Managers As- 
sociation at a dinner meeting at Salt 
Lake City. He discussed the United 
States constitution. President F. E. 
Walker of the association presided. 


Philpott Oklahoma Speaker 


OKLAHOMA CITY, April 9—Con- 
ceding danger of state insurance boards 
infringing on the prerogatives of com- 
panies and agents to run their own af- 
fairs in their own way “so long as re- 
sults are helpful,” Secretary S. W. Phil- 
pott of the Oklahoma board said super- 
vision by insurance boards and depart- 
ments should be confined to require- 
ments of solvency, sound principles and 
elimination of discriminatory practices 
by companies and agents, in addressing 
the General Agents & Managers Club 
of Oklahoma City. 

Commenting on activities of the 
board, he said that although no drastic. 





- sensational methods are being intro- 





Insurance in force 


largest in history 
of company 


THE OHIO STATE LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 




















Homes with Children 
Need Insurance 


What stronger appeal could you have in your sales 
kit than a Life Insurance plan especially designed for 
Junior? 


Security Mutual Life Juvenile Insurance on the 
20 Year Endowment or the 20 Pay Endowment at Age 
64 plan is interesting to all parents. The Payor Benefit 
clause provides for waiver of premiums in case the one 
who pays the premium dies before the insured reaches 
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duced, the groundwork is laid: for -def- 
initely improved conditions, He referred 
to new agents licensing application 
blank, recently mailed to agents, as the 
first step toward this achievement. 


Luther Elected President 


PROVIDENCE, R.I., April 9.—Gen- 
eral Agent Eben Luther of the Connec- 
ticut Mutual Life has been elected presi- 
dent of the Providence General Agents 
& Managers Association. He formerly 
represented the Connecticut Mutual in 
Portland, Me., and Boston. 


Addresses Milwaukee Managers 


MILWAUKEE, WIS., April 9.—Ef£- 
fective speech in selling may make for 
success or failure as a life agent as well 
as in other selling effort, Prof. V. A. 
Utzinger, of Carroll College, Waukesha, 
Wis., toll the monthly meeting here of 
the Life Managers and General Agents 
Association of Milwaukee. The ultimate 





success or failure of the sale, he said, 
depends largely on the effective use of 
words in sales speaking. The next meet- 
ing of the association will be devoted to 
business and formulating plans for par- 
ticipation in the local observance of 
National Life Insurance Week. 


“Recruiting” Columbus Topic 


“Recruiting” was the general theme at 
the March meeting of the Columbus 
Life Managers Association. The speak- 
ers were E. E. Hawkes, State Mutual; 
W. T. Stagg, New York Life; Herman 
O. Tice, Midland Mutual, and C. S. 
Ohnser, Connecticut Mutual. 


Two Bay State Bills Pass 


The Massachusetts legislature has 
passed a bill permitting insurance com- 
panies to pay quarterly dividends. 

Another bill permits directors of com- 
panies to buy and sell securities in the 
interim between directors’ meetings. 
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Incorporated in 1865 





of the 


unique facilities for the service 
of its clients in 39 different coun- 
tries on 5 continents. 


The Company maintains 54 
branch offices in 40 states of the 
Union, giving a coast-to-coast 


service. 
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COMPACT OPERATING TERRITORY 
—CLOSER COOPERATION 


30-year record of stability. 

Compact operating territory—closer cooperation. 
Agency-minded home office personnel. 

4th among Iowa companies in Iowa business written, 1934, 
Wide range of modern policies, 

Men and women written on equal terms. 

Agents’ direct mail advertising help. 


Choice territories now available—Write 
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Cedar Rapids, Iow 
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Policy Literature, Rate Books 
PRICE, $5.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
, etc. Supplementing the ‘Unique Manual. 
t” and “Little Gem,” Published Annually in May and March respectively, 





Dividends Scale Back a Year 


Adjustments Made on Early Years by 
Metropolitan—Interest Rates Changed 
to 3.5 and 3.75 Percent 








Dividend changes on 3% percent pol- 
icies are announced by the Metropolitan 
Life. The company changed to 3 per- 
cent last year and the tentative dividend 
scale prepared at that time for the 3 
percent plan probably will not be 
changed. . 

On 3% percent business the policy- 
holders will get this year exactly the 
same dividends as last year, except on 
policies less than five years old. That 
is, a policy five years old this year will 
get the same dividend as it got last 
year for the fourth year, and so on. 
The fourth year dividend this year will 
be slightly more than was paid the 
third year last year, and the third year 
dividend will also be a little higher. No 
dividends are paid before the third year. 
The $5,000 special will have a one year 
set back, like the others, but dividends 
begin with the second year and the ad- 
justment under five years is slightly dif- 
ferent. 

On the new 3 percent scale, maturity 
and mortuary dividends are also modi- 
fied slightly. 

Cash settlement dividends on _ life 
policies and endowments of 25 years or 
more will remain at 10 percent. For a 
24 year endowment the new figure will 
be 9 percent; 23 year, 8 percent; 22 
year, 714 percent, and 21 year, 7 per- 
cent. 

Intermediate policies will generally 
get an increase on mortuary dividends, 
cash settlement dividends and most ma- 
turity dividends by being brought up 
to the ordinary and special class (sub- 
standard) policies. 

Interest on dividend accumulations is 
reduced to 3.5 percent from 4 percent, 
and interest on policy proceeds left 
under settlement options is changed to 
3.75 percent. The dividend reductions 
will average very small. The one made 
in 1933 averaged about 7 percent, and 
the one in 1935 about 11 percent. The 
1936 reduction is smaller. Interest rates 
in 1932 were 4.5 percent and 4.75 per- 
cent; in 1933, 4.25 percent and 4.5 per- 
cent; in 1934, 4.25 percent, and in 1935, 
4 percent. 


Midland Life to Increase 
Its Rates on Most Forms 


The Midland Life of Kansas City is 
issuing a revised rate book, with a gen- 
eral revision of rates upward on all poli- 
cies except those of the preferred risk 
type, such as the minimum of $2,000 
whole life. 

A preferred risk 20-pay life and a pre- 
ferred risk retirement income policy are 
being added, both in minimum units of 
$2,000. ° The 20-pay carries a rate of 
$27.40 at age 35; the retirement income, 
$29.77 at that age. 

Long term juvenile policies are being 


— 


to the family-income policy. Issued o, 
policies of $2,500 or more the rider pays 
$7.50 monthly income for each $1, 
of face amount in the policy. Incom 
begins at the insured’s death and stops 
at the time when the insured woy) 
have reached insurance age 65, The 
unusual feature is that this monthly 
income is entirely independent of the 
regular policy proceeds and the mode 
of their payment. 

On a $10,000 policy the $75 a mont) 
will be paid regardless of whether the 
principal sum is paid in cash at the in. 
sured’s death, used to provide a life ip. 
come for the beneficiary, paid in instal. 
ments or left at interest. 

The rate at age 25 is $11,633 plus 31 
cents for waiver of premium. At age 
35 it is $12.61, plus 47 cents for waiver 
of premium. 





Phoenix Mutual New Scale 
of Dividends Is Explained 





New dividends are announced by the 
Phoenix Mutual, effective July 1, They 
involve an increase on many policies, 
but a decrease on those with unusually 
high reserves. Thus a 20 year endovw- 
ment policy issued in 1920 will receive 
smaller divdends than under the old 
scale, although ordinary life policies will 
get larger dividends. The average 
works out about level, or possibly a 
slight decrease. Interest on policyhold- 
ers’ funds left with the company will 
be 3.75 percent instead of 4 percent. 

Retirement income annuities will have 
higher first year divdends but all other 
dividends will be smaller. Accumula- 
tions will be smaller, because of the divi- 


percent interest rate. 

On its scale for 3 percent policies the 
Phoenix Mutual shows a slight increase 
instead of a small decrease on the whole, 
but as on the 3% percent policies, there 
will be increases on those with low re- 
serves and decreases on those with high 
reserves, 





Added to Term Expectancy 


The Travelers has extended its family 
security plan to the term expectancy 
policy. It has been issued heretofore 
in combination with ordinary life and 
cash settlement at 60 or 65 policies. The 
rider provides for withholding the pol- 
icy’s proceeds and paying $10 per 
month per $1,000 of insurance, from 
the date of the insured’s death until the 
end of 30 years from the date of is- 
sue, At the end of the 30 year pe 
riod the beneficiary begins to receive 4 
$5 a month life income. The $10 
monthly income is guaranteed for 118 
months, if this period is longer than 
the unexpired portion of the 30 year 
family security period. Rates depend 
on the age of the beneficiary as well as 
of the insured. For ages over 40, the 
family security period is 20 years I- 
stead of 30. 





Makes Ficth-Year Changes 





discontinued because the company’s ex- 
perience has been unprofitable, largely 
due to poor selection on such business. 
The “complete family protection” 
contract is being eliminated and will be 
issued as a rider attachable to any pol- 
icy. The company is abandoning its en- 
dowment at age 85, and is issuing in- 
stead a life paid up at 75. 


Rider Is Independent 
A new rider called the family-income 
maintenance agreement has been put 


The Sun Life has increased the fifth 
year dividend by 5 percent in its avr 
dend scale. The entire scale otherwise 
remans unchanged. The increase 1s 
the nature of a special dividend. It 
terest on funds left with the compan) 
remains at 3.75 percent. fifth 
The company has increased the fit 
year dividend on its retirement income 
bonds. 





Term contracts for periods less = 


five years have been dropped by 





out by the Guardian Life, to be attached 





Great National Life of Dallas. 







dend cut and because of the new 3.75 § 
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Canadian Fraternals to Meet 





Dominion Association Will Hold Annual 
Gathering at Niagara Falls, 
May 19-20 





Preparations are under way for the 
annual meeting of the Canadian Frater- 
nal Association at the General Brock 
hotel, Niagara Falls, Ont., May 19-20. 
Tentatively listed on the program are: 
Superintendent Finlayson of Canada, 
W. W. Dunlop, Independent Order of 
Foresters; E. W. Thompson, com- 
mander Maccabees, Detroit; J. F. Bo- 
land, K. C., Catholic Mutual Benefit; 
Col. Rodolphe Bedard, president La So- 
ciete des Artisans, Canadiens-Francais; 
Dr. John Ferguson, head Sons of Scot- 
land; Morris Macklin, Maccabees, chair- 
man field men’s section; Dr. ; 
Chapin, Canadian Order of Foresters, 
chairman medical section; J. A. Paradis, 
assistant superintendent of insurance, 
Quebec. Effort is being made to have 
on the program also the Hon. Charles 
Dunning, Canadian finance minister, and 
the Hon. David Croll, minister of wel- 
fare, province of Ontario. 


Oklahoma Tax Cases Reset 


Several tax cases against societies set 
for trial in Oklahoma during April 
were stricken from the trial docket until 
a later date. Among them are the cases 
against the Ben Hur, reset for May 1; 
Loyal American Life, reset for May 4; 
Standard Life, reset for May 1; Western 
Bohemian Fraternal, Degree of Honor, 
Women’s Catholic Order of Foresters, 
Acacia Mutual Life, Columbian Mutual 
and United Commercial Travelers. The 
case against the Praetorians came up 
for trial. No decision was rendered, 
but District Judge Hill indicated he 
might dismiss the jury and render judg- 
ment himself, as the matter involved 
was purely a legal question. 


McDorman Taken by Death 


R. J. McDorman, past president 
Maryland Fraternal Congress and for 
25 years Maryland and District of Co- 
lumbia manager Ben Hur Life, died 
recently at his home in Baltimore. 


Two Societies Are Banned 


Two fraternals were banned by the 
Oklahoma fraternal insurance board, 
and directed to discontinue writing in 
the state. They are the All-American 
Life and National Insurance Union, 














FORTIETH 
ANNIVERSARY 


@ Backed by forty years of 
service and progress and 
facing another era of 
achievement. 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebr. 


A legal reserve, fraternal benefit 
Society which insures women 
and children 


Dora Alexander Talley 


, Mamie E. Long 
National President 


National Secretary 
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both of Oklahoma City. The board de- 
ferred action on licensing the societies 
against which tax suits filed by the state 
are pending, until April 21. This action 
was taken to give them time to compile 
evidence to show why their licenses 
should be renewed. Oscar Welch was 
elected chairman of the board and Com- 
missioner Read secretary. 


Plans Western Gathering 


Dora Alexander Talley, president 
Woodmen Circle, Omaha, announces 
pians for the third and last of three 
regional conventions, each covering a 
third of the United States. The last 
meeting is to be held June 25 at Mt. 
Lowe, Cal. About 2,000 delegates and 
national officers are to attend. States 
represented are Arizona, California, 
Idaho, Oregon, New Mexico, Utah, and 
Washington. 








Royal League Examination 


Report of an examination of the Royal 
League of Chicago as of Dec. 31, 1934, 
has been released by the Illinois depart- 
ment. Assets at that time amounted to 
$5,360,583, contingency reserve $600,000, 
certificate reserve $4,584,608 and net sur- 
plus $96,007. The excess mortality that 
has occurred arises from certificates is- 
sued at rates based on the N. F. C. table 
of mortality. 

The membership totaled 19,016 with 
$19,246,089 insurance in force as of Dec. 
31, 1934. W. F. Traub is supreme 
archon, C. J. DelVecchio, supreme 
scribe, and F. A. Johnson, supreme vice- 
archon. It is licensed in 10 states, In 
1934, its total inome was $752,980 and 
disbursements $789,335. 

Insurance Director Palmer states that 
the issuance of ordinary life N. F. C. 
certificates to members having deficient 
rates at the higher ages in exchange for 
other certificates should be discontinued 
and the transfers confined to certificates 
having rates based on the American ex- 
perience table of mortality, 


Two Assemblies Are Merged 


_Merging of two local assemblies will 
give the Equitable Reserve of Neenah, 
Wis., a membership of over 600 in Madi- 
son, Wis., including the juvenile assem- 
bly. A meeting called by the supreme 
office was held in Madison to dispose 
of the general fund and other proper- 
ties of Assembly 87, one-half the fund 
being turned over to Assembly 58 and 
the other half divided between two local 
social service groups. Supreme officers 
attending were N. J. Williams, vice- 
president; G. A. Comstock, secretary; 
A. J. Caldwell, manager of assembly ac- 
tivities, and L. M. Beard, traveling 
auditor. 








Washington Congress Meets 


The annual meeting of the Washing- 
ton State Fraternal Congress will be 
held in the A. O. U. W. building, 
Seattle, May 23. There will be addresses 
by prominent men, exhibition drills, en- 
tertainment and a banquet at the new 
Washington hotel. J. F. Hoyt is presi- 
dent and C. D. Robinson, secretary. 





Plan Juvenile Convention 


The 11th aniual national juvenile con- 
vention of the Fidelity Life will be held 
at the head office in Fulton, Ill., July 
14-16. Besides juvenile delegates there 
will be many juvenile superintendents 
and others interested in children’s work 
attending. 


Florida Congress to Meet 


The Florida State Fraternal Congress 
will hold its annual meeting at the 
Floridan hotel, Tampa, April 30. This 
will be an afternoon session and ban- 
quet followed by social program. A. E. 
Sapp, Miami, Woodmen of the World, 
is president; O. V. Atkins, Tampa, Mac- 
cabees, vice-president and Josephine 





Crawford, Tampa, Royal Neighbors, 


secretary-treasurer. 


Asks Leniency in Flood Areas 

Governor Earle of Pennsylvania has 
appealed to insurance companies doing 
business in the state to be lenient on 
policyholders in the flooded sections. 
Some of the companies already have 
taken this step voluntarily, the governor 
added. “In several flooded areas bank- 
ing facilities, as well as transportation 
and mail deliveries, have been curtailed 
as a result of flood conditions,” the gov- 
ernor said. 

“This state of affairs, combined with 
the great emergency demands upon cash 
financial resources of many persons in 
these areas, has prevented a number of 
persons from making insurance pre- 
mium payments and giving notices re- 
quired by the policy contract on time. 
Therefore, I have instructed the insur- 
ance commissioner to negotiate to the 





end that reasonable extensions be 
granted after the expiration of the grace 
period provided in the insurance con- 
tracts.” 


St. Louis Actuaries Elect 

New officers elected by the Actuarial 
Club of St. Louis are: President, D. B. 
Warren, General American Life; vice- 
president, W. Dean Wall, General 
American Life, and secretary-treasurer, 
Elmer Gerlitz, Kansas City Life. They 
will be installed at the June meeting. 


South Carolina Tax Bill 


COLUMBIA, S. C., March 9.—The 
South Carolina senate finance commit- 
tee has completed an annual appropria- 
tion bill which provides that county and 
district health work be financed by an 
additional 1 percent tax on health and 
life insurance premiums. The present 
tax is 1 to 2 percent according to the 
company investments. 
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BRADLEY C. MARKS 
Grand Master Workman 


The A. 0.U. W. of 
North Dakota 


Writes 
All Forms of Modern Life 


Insurance Contracts 


ORDINARY LIFE 
LIMITED PAY 
ENDOWMENTS 
FAMILY INCOME 
JUNIOR INSURANCE 
DOUBLE INDEMNITY 


Non-cancellable Sickness and Accident Insurance. 
Operating on a Legal Reserve Basis 


Home Office - Fargo, North Dakota 


E. J. MOORE 
Grand Recorder 














A Leader = Not A Follower 
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Field Representatives Are Human. They Like to Know They 
Are Associaved with a Company That Is Up-to-Date. 


On January lL, 1936, we issued a Complete NEW LINE OF 
POLICIES. American Experience Table of Mortality—3% 
Interest Basis— (Now Used by Leading Insurance Companies). 


You will be Interested in Our Literature. 
Write 
e 
Equitable Reserve Association 
NORTON J. WILLIAMS, Vice President 
Neenah, Wisconsin 
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“Of courage undaunted"—so spoke President Jefferson in eulo- 
gizing Meriwether Lewis, the intrepid explorer who with William 
Clark opened the way to the Pacific Coast. . . . Today as in 
1804, COURAGE must dominate the ship which sets sail on a 
sea of competition. Provident Life, with its symbol the brave 
Sakaka-Wea, the Indian "Bird Woman" who safely guided the 
Lewis and Clark Expedition, has for 20 years guided its affairs 
to a position of ever-increasing security. Today Provident pol- 
icyholders enjoy the protection of $133.20 assets for every 
$100 of policy bability. 


If this policy of safety has selling 
interest for you, get in touch with us! 





BISMARCK, NORTH DAKOTA 





OPPORTUNITY 


for Managers in Desirable Territory 


ee qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager’s contract that 
offers a real opportunity write 


S. M. Cross, President 


COLUMBIA LIFE 
INSURANCE CO. 


Cincinnati, Ohio 
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MOVE NEW YORK UPTOWN OFFICE 


The uptown office of the Aetna Life 
companies in New York City has 
moved to 51 East 42nd street, having 
been in that location some 14 years 
ago. For over 13 years the office has 
been under the supervision of H. D. 
Wright, who, on the occasion of the 
anniversary in March, was presented 
by agents and brokers with 101 applica- 
tions for new accident and health in- 
surance. The 42nd street branch of 
the Luther-Keffer agency of the com- 
pany has moved with the casualty de- 
partment to the new address, where 
it will provide life insurance facilities. 
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“PENNELL PROPELLER” ISSUED 


Frank W. Pennell, general agent in 
New York City of the State Mutual 
Life, has brought out the “Pennell Pro- 
peller,” a monthly publication which 
also goes to surplus writers and brok- 
ers. Mr. Pennell is right in his element 
when it comes to expressing himself 
colorfully on the printed page. When 
he was on the editorial staff of THE 
NATIONAL UNDERWRITER he was_ noted 
for the human interest quality of his 
stories. The new _ publication is 
sprightly, informal, and liberally bright- 
ened up with photographs, sketches and 
appropriate diagrams. Supervisor D. 
K. Angell is editor. 

Ba 

NEWSPAPER MEN CONTRIBUTE 


Two New York City newspaper men 
have contributed articles: in the new 
book issued by the “Magazine of Wall 
Street,” 90 Broad street, New York 
City, entitled “How to Keep Your 
Money Profitably Employed,” they be- 
ing R. B. Mitchell, assistant editor of 
THE NATIONAL UNDERWRITER, and Ches- 
ter C. Nash, life insurance editor of the 
“Weekly Underwriter.” Mr. Mitchell’s 
chapter is entitled “Real Estate Mort- 
gages” while Chester Nash writes on 
“Life Insurance.” 

Mr. Mitchell gained his knowledge of 
real estate mortgages chiefly from his 
contacts with investment men in life 
insurance. The book is of practical 
value. It discusses the various vehicles 
of investment, their strong and weak 
points. 

Be aoe sues 
PLAN “KICK-OFF” BREAKFAST 


Vice-President Frank H. Davis of the 
Penn Mutual Life and Assistant Sec- 
retary A. E. N. Gray of the Prudential 
will be the speakers at the “early bird” 
or “kick-off” breakfast, May 11, which 
the New York City Life Underwriters 
Association is holding to inaugurate 
Life Insurance Week there, according to 
T. M. Riehle, immediate past president 
National association, who is chairman of 
the local association’s Life Insurance 
Week committee. 
The New York “Herald-Tribune” 
will include in its May 10 Sunday issue 
a special section devoted entirely to life 
insurance and Life Insurance Week. 
The section will also contain a two-page 
advertisement by the association, listing 
the names of its members, thereby help- 
ing to sell the association and the mem- 
bers individually to the public. In addi- 
tion, the advertisement will offer, 
through a coupon, to send the featured 
booklet of the week, “Seven Wise Men,” 
to inquirers who will be asked to give 
the name of their agent listed in the ad, 
89 the lead turned over to such mem- 
er. 
Because of profitable experience with 
the tie-in advertising in other life insur- 
ance weeks, the association is urging 
managers, general agents and superin- 
tendents, as well as individual agents, to 
run their own advertisements in the 
special section. 

* Ok OX 
President Arthur B. Wood of the Sun 
Life of Canada has been elected to the 
board of governors at McGill university 














of Montreal. 





e WHAT 
HAS DONE MOST 10 
CUSHION THE SHOCK 
OF THE DEPRESSION! 
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LIFE 
INSURANCE 


The billions of dollars entrusted to 
Life 
helped to build and operate ra'l- 


Insurance companies have 
roads, factories, mills and the other 
forms of industry which in the end 
create most of the permanent em- 


ployment. 


This enormous pool of resources 
proved one of the most stable of 
the investments in industry dur:nz 


The confidence of 


Life Insurance companies in the in- 


the depression. 


dustries in which they had made 
their investments helped those com- 
panies to continue operations and 
to continue employment to thou- 


sands of people. 


Life Insurance is a helpful force 
for the individual, but it is also a 
helpful influence in business. Noth- 
ing has served more effectively than 
Life Insurance to cushion the shock 


of the Depression. 


The assets of Reliance 
Life exceed 92 million 
dollars, of which sixty- 
three per cent are in 
back of sound Amer- 


ican enterprise. 


RELIANCE LIFE 
INSURANCE CO. OF PITTSBURGH 
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SALES IDEAS AND SUGGESTIONS 











Estate Program 


Gives Analysis of Methods 1n 


Selling 





A fine digest of the task facing agents 
who want to get ahead under present 
conditions was given at the Coral Gables 
agents convention of the Connecticut 
General Life by J. S. Mason of Pitts- 
burgh. ‘ : 

“If you want to make money in this 
business,’ he said, “(1) you must have 
people to see (with money); (2) you 
must know what to say (get informa- 
tion); (3) you must have a solution to 


the problem (fitting the suit); (4) you. 


must get action (be able to close). 
Whether you are using the package sale 
method or the estate analysis plan, if 
you are successful you are using these 
four fundamentals. 

“IT am taking it for granted that you 
know how to prospect and all are pro- 
ficient in the art of closing. I will con- 
fine myself to a discussion of getting 
information. From observation during 
the 3% years I have been in this. busi- 
ness of estate planning, it is my con- 
clusion that 97 out of 100 people we call 
on need more life insurance, 98 out of 
100 have their affairs in a terrible mess, 
and don’t know it; 99 out of 100, includ- 
ing a large percentage of underwriters, 
don’t know what to do about it, given 
all the facts. 


Gives Plan of Attack 
in Estate Analysis Method 


“I mention this because it points the 
way to a tremendously profitable mar- 
ket if we have a specific manner of ap- 
proach to the individuals in it. The gen- 
eral plan of attack should be: (1) Dem- 
onstrate the mess; (2) show him how to 
improve the situation without spending 
any money—using only what he now 
has; (3) prove the need for the pur- 
chase of our product. These steps con- 
stitute the requirements for operating 
successfully as an estate analyst, all of 
which is very simple, you say, but is 
much easier said than done. 

‘The greatest single handicap the 
average underwriter has (old and new 
men alike) when the subject of estate 
analysis comes up is the inferiority com- 
plex that is usually engendered in his 
own mind. Most men say: “How do you 
get the information about his general 
~— Well, there is no secret about 
it. 


Average Agent Unable 
to Secure Information 


“The average man in this business 
would not know what to do with a 
complete set of facts about an estate if 
he had them—therefore, he cannot con- 
ceive why the prospect should disclose 
the most intimate details of his financial 
and family picture merely for the pur- 
Pose of allowing the agent to hunt 
around for some excuse to sell him a 
life insurance policy. 

This is rightly so. The agent may 
have contacts, be able to get favorable 
Interviews, may be totally unafraid to 
approach business men and have the abil- 
ity to sell any good idea which he un- 
derstands and believes in, but if he lacks 
4 working knowledge of his subject on 
this plan of operation, he is unable to 
- the one thing which must be done 
etore he or anyone else could expect 
the client to open up. That is—give the 
Prospect a selfish reason why he should. 
I think, therefore, that the question of 
the successful conduct of what might 
: called a prestige interview comes 
own to the simple fact of making him 
want to do business with us. 

1; ' you can convince the prospective 
7 9 (1) that you are thoroughly reli- 
ot (2) that you know all the answers 
relating to income taxes, gift taxes and 








succession taxes as they pertain to his 
individual problem—you can’t hold him 
back. After qualifying a Class A pros- 
pect, that is, one who I know has 
considerable property, a large income 
and reasons for being concerned about 
the shrinkage that is bound to occur in 
his estate under present laws, I obtain 
an interview under favorable circum- 
stances through a reference from a 
client or mutual friend. 

“In most cases, it is necessary to get 
his attention quickly by some such re- 
mark as this: ‘Do you know the terrific 
inroads the government will make on 
your estate at your death through un- 
necessary taxation and extra administra- 
tion costs?) The answer in general 
gives me a guide that will help me at- 
tain my first objective, namely, to sell 
myself to him in no uncertain terms. 


Brings Objection Out 
Into Open Immediately 


“I know from experience that in the 
back of the prospect’s mind he is think- 
ing somewhat along these lines—How 
can this bird know more about my prob- 
lem than my attorney, my trust officer 
or my financial advisor? He may be 
too much of a gentleman to say it, so 
I try to bring that objection into the 
open by showing how we approach the 
problem from a different angle than any 
of the experts he has previously con- 
sulted. 

“Suppose I then say to him: 

“(a) What forces are working to un- 
dermine your estate? Taxes most cer- 
tainly constitute one menace? What 
can you do to hedge? 

“(b) Have you taken advantage of the 
federal gift tax exemptions to which all 
individuals are entitled? Tax saving 
demands holdings in as many separate 
untaxable entities as possible to get out 
of confiscatory brackets. 

“(c) Have you capitalized on the in- 
come tax savings that may accrue to 
you under certain circumstances? 

“(d) If he is a large stockholder and 
officer in a closed corporation, some ref- 
erence to the improper accumulaton of 





surplus clause in the revenue act or the 
government’s attitude towards undivided 
surplus will usually make him talk. 

“(e) If he has a trust will and/or has 
established irrevocable trusts of one 
kind or another, a remark about the 
‘contemplation of death’ clause will 
usually get a response. (Chief Justice 
Hughes’ ruling). 

“You will note the word insurance 
has not been mentioned. If we can get 
over to him the fact that the charges 
against his executors are: 

“(1) A first mortgage lien on all the 
prime assets in the estate, payable in 
cash at an uncertain time; (2) that his 
liabilities never shrink but his assets al- 
ways do, you can be certain of his at- 
tention. 

“My primary objective in asking 
these questions being to make him talk, 
giving no specific information about his 
own problem during the preliminary in- 
terview but selling him on the idea that 
no matter what moves he has made in 
the past, it will be to his advantage to 
let me review his set up. I might say 
that during the past two years I have 
yet to find an estate arrangement that 
could not be vastly improved. 

“There is no good reason why the 
prospect should not let me do this work. 
I have helped others; I am sure I can 
help him. It costs him nothing, for, 
after all, he is the only one in the final 
analysis that can make any decision 
relative to the rearrangement of his es- 
tate, but in order to make an intelligent 
one he must know all the facts. This 
point is stressed strongly because any 
move he makes has a direct bearing on 
his whole picture and blind recommen- 
dations are almost sure to penalize him 
during his lifetime or his heirs after his 
death. 


Then Uses Questionnaire 
to Stress Logical Action 


“A questionnaire is brought into the 
discussion at this point and filled out if 
possible. A written proposal is prepared 
and it does three things: (1) It enables 
me to find the solution of the prospect’s 
problem away from the firing line; (2) 
it gives me the so-called sales edge when 
and where it does the most good (bet- 
ter than 50 percent of the cards); (3) 
it carries the prospect down to a logi- 
cal conclusion (without my fumbling the 
ball) and if properly prepared should 
make him want to do something about 
it.” 





Morrell Outlines Principles of 
Business Insurance | 





Life agents were urged to make a 
more complete study of inheritance tax 
laws and business insurance for tax 
avoidance purposes by John Morrell, as- 
sociate manager Lustgarten agency of 
the Equitable Life of New York, Chi- 
cago, who spoke on the “Seven Pillars 
of Wisdom” at the meeting of the Chi- 
cago chapter of Chartered Life Under- 
writers. 

Mr. Morrell was introduced by J. M. 
Buckley of the Provident Mutual Life at 
Chicago, who was in charge of the 
meeting. Mr. Morrell is a director of 
the Association of Chartered Life Un- 
derwriters and for ten years has pro- 
duced an average of $2,500,000 annually. 
His first year, under a part time con- 
tract, he paid for 20 cases for $138,000 
and gradually increased his production 
until last year when he led his com- 
pany with $4,520,000. 


Opportunity for Agents 


Mr. Morrell emphasized the opportu- 
nity for agents who make a study of 
business insurance and declared that tax 
exempt entities are rapidly coming into 
greater importance. He pointed out that 





the increasing burden of federal taxa- 
tion has caused all business men to seek 
new methods through which to guard 
their estates and protect their heirs. He 
expressed the belief that the tax load 
will be even greater in the future as an 
increase in taxes is the only method left 
for the federal government to balance 
its budget. He cited figures showing 
the per capita tax now levied in coun- 
tries such as England and France and 
stated the present trend in this coun- 
try would lead to the same situation. 
He said that the objection of many busi- 
ness men who would not buy life in- 
surance or annuities at present because 
of the insecurity of the price level, was 
invalid, declaring “in 100 years of his- 
tory the price index never has been so 
stable as at present. 

Due to many of the new federal taxes, 
he said, the usual method of setting up 
an estate in trust is no longer satisfac- 
tory and that in searching for a loop 
hole through which large estates could 
avoid heavy taxation upon inheritance, a 
business insurance setup now represents 
the best solution. However, many a busi- 
ness man is not aware of the advan- 
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INVESTMENT ADVANTAGES 


“Life insurance and annuities are the 
finest means of protection against suf- 
fering in depressions,” Dr. S. S. Hueb- 
ner, president of the American College 
of Life Underwriters, told a meetine of 
the Davenport, Ia., Association of Life 
Underwriters. Life insurance is the only 
business to adhere to all seven of the 
laws of averages, he declared. In fact, 
it is the only institution to observe more 
than three of them. The laws are: (1) 
Safety; (2) spread of investments over 
geographical units of the country; (3) 
distribution of investments based on the 
first mortgage plan; (4) maturities; (5) 
selective averages; (6) annuities, (7) 
thrift and insurance. 





P. B. HOBBS’ FORMULA 


P. B. Hobbs of the Equitable Life of 
New York in Chicago, one of the agency 
managers, in some of his addresses has 
been discussing the question, “How 
much life insurance should a person own 
commensurate with his earning. power?” 

Mr. Hobbs’ formula is “C” plus “1” 
plus “'%” plus “4%”. For example, as- 
suming that a man is earning $200 a 
month—“C” stands for Clean-up; “1” 
stands for one year’s continuance of his 
salary of $200 a month; “4” stands for 
one-half his salary, or $100 a month, 
during the minority of the children; “14” 
stands for a life income of one-fourth 
his salary, or $50 a month, for the widow 
thereafter. 








tages in this field and it is therefore up 
to the agent to qualify himself as a 
counselor in helping him know what 
to do. The agent should be able to 
assist him in the preparation of his will 
so that it will properly do the things 
that he wants it to do. 

Mr. Morrell divided his plan into 
seven features. The first step, the plan 
of distribution, should take into account 
the entire problem of the business man 
so that under the terms of his will a 
large share of the inheritance to his 
wife and children will not be swallowed 
in excessive taxation. 


Life Insurance Program 


Another factor in providing the most 
favorable adminstration for a large es- 
tate is that of leaving the assured’s busi- 
ness in such a situation that its income 
or value will not be depreciated in dis- 
tribution to the heirs. Under Illinois 
laws, he pointed out, a business set up 
as a partnership is liquidated upon the 
death of one partner and unless provi- 
sions are made for proper disposal of 
the stock, the interest of the heirs will 
not be protected. He stated that an 
equitable disposal of the stock should 
secure its book value, or at least not 
less than the par value. This is an im- 
portant feature in that it will protect 
heirs where the assured dies leaving his 
business subject to the current flucuta- 
tion of a bear market. 

One of the most important elements 
in the plan is the life insurance program. 
Mr. Morrell stated the -proceeds of a 
life policy could be paid to a bank as 
trustee, the income to go to the wife 
and children. Under the plan, the trus- 
tee would have the right to make addi- 
tional payments to the beneficiary for 
emergencies such as operations, sick- 
ness, etc., providing a fixed sum per 
year. .The trustee would also have the 
right to draw from the estate to pay 
federal inheritance taxes. With cash pro- 
vided for by a life policy, benefits pro- 
vided under the individual policies the 
assured might have purchased during 
his lifetime can be adequately distrib- 
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uted under the plan and carried out 
under the terms of the will. 

He urged agents to make a study of 
recent supreme court decisions in order 
to be able to advise their clients what 
can and what cannot be done under 
present laws on this subject. 


Describes Gift Trusts 


He stated until recently the principal 
objection of the average business man 
toward placing funds in a gift trust was 
that in the event that the beneficiary 
predeceased him, he lost control of the 
gift. He pointed out, however, that 
under an insurance setup now possible, 
a reversionary gift trust may be set up 
which, in the event the beneficiary pre- 
deceases the donor, control will revert 
back to him. As a result of court rul- 
ings, such a trust is not subject to the 
gift tax law. 

He described another factor in han- 
dling an estate, that of lump sum single 
premium annuities, stating that this 
form of protection would become even 
more popular. He said the real trag- 
edy of life was living too long and that 
because of this many men of great 
wealth were prevented from passing on 
their estates by dying, with the result 
that assets often become frozen and a 
shortage of cash is a consequence. He 
drew a parallel between single premium 
lump sum annuities and the reserve set 
up for a business by stating that it was 
just as important to set up a reserve 
of this type for the depreciation of a 
man’s physical self, as for his business. 
He described details of handling and set- 
ting up a program of this type so that 
the benefits would escape the tax levied 
on the higher brackets. 


Annuities as Gifts 


The last step in setting up an estate 
properly is for a business man to pro- 
vide gifts in the form of annual premium 
deposit annuities. This may be done 
by taking out annuities on the lives of 
the children, the father making the an- 
nual premium deposits. The advantage 
of this setup is that in the event that 
children predecease the father, the gift 
reverts back to him and is thus con- 
trollable. In the event the father pre- 
deceases the children, they have one of 
three options:They can continue paying 
the annual premium; they can leave the 
sum already paid to accumulate at inter- 
est, or can surrender the contract for 
a life income. These options will thus 
provide for any emergency that may 
face the children upon the death of the 
father. 

Among the large Chicago personal 
producers who were present at the 
meeting as guests of the chapter were 
Bruce Parsons of the Mutual Benefit 
Life; Harry Steiner, Equitable Life of 
New York; Walter Hiller, Penn Mutual 
Life; Paul Cook, Mutual Benefit Life, 
and A. J. Johannsen, Northwestern Mu- 
tual Life. 


Worthwhile Ideas Are Given 
Agents at Cleveland Meet 


(CONTINUED FROM PAGE 2) 
ager of the Guardian Life, gave an able 
description of “The Balanced Life Un- 
derwriter.” 

“Class one prospects may be consid- 
ered those who earn $100 times their 
age,” he said. ‘They represent the few, 
are hard to see but easy to sell. The 
second quality class might be consid- 
ered those who earn $75 times their age 
per year. This class buys from 6 to 15 
policies and keeps them. A third class 
constitutes those who earn $50 times 
their age. This class buys from one 
to three policies and are frequent lapsers. 
They are easy to see and hard to sell. 
The class is a large one.” 

William F. Hoover, membership chair- 
man, told of the Cleveland association’s 
progress towards its goal of 1,000 mem- 
bers. Last June the membership was 
475. Today it is 694. 

Many groups met at luncheon at noon. 
A luncheon for women underwriters was 
addressed by Miss Corrine V. Loomis. 
Miss Ethel M. Wood, Equitable Life of 
Iowa, was chairman. 





Penn Mutual General Agents 
in Tribute to W. H. Kingsley 


General agents of the Penn Mutual 
Life honored President William H. 
Kingsley at a banquet in Philadelphia. 
Holgar J. Johnson, Pittsburgh, president 
of the General Agents Association, 
pledged loyalty of the field force. Vice- 
president Frank H. Davis said that it is 
important “that our leader be an ex- 
perienced and trained man. The prob- 
lems confronting a life insurance com- 
pany today are more varied and intri- 
cate than ever before. Their solution 
calls for wise, practical, and experienced 
understanding of all of its phases and 
functions. It is fortunate that we have 
a man with such a varied, ripened, and 
successful experience as Mr. Kingsley.” 

George Wharton Pepper, general: 
counsel, former senator from Pennsyl- 
vania, told of the importance of the 
field in a company’s operations. When 
production dries up a company begins 
to wither. 
production depends upon quality of 
leadership. That quality, said Mr. 
Pepper, Mr. Kingsley has amply exhib- 
ited. He knows every branch of the 
company’s work, and may be trusted 


A satisfactory volume of : 





to keep all of them in balanced relatig. 
with one another. ; 

Mr. Pepper declared that there 
many businesses which could be # 
necessary, dispensed with, but that’s 
insurance is one of the indispensahj 
because it is one that has, more than | 
nearly all others, the most intimate Tee 
lationship to the life and welfare of the 
people. The agent, while in the business | 
to earn a living and financial advange, 
ment for himself and his family, has the 
constant joy and satisfaction of know. 
ing that every dollar he earns is matched 
in the value of the service he gives toa! 
fellow-man. 

Mr. Kingsley acknowledged the 
honor with this tribute: 

“To the best of my ability I will, ay: 
captain, pace the bridge, and on OCCasion | 
shall not hesitate to crawl to the crows 
nest and serve as lookout,” he said, 


Kill Disability Exemption Bill 

The Massachusetts legislature has 
killed a bill to exempt the proceeds of 
disability benefits paid under life ingyp. 
ance policies from the claims of cred. 
tors of the policyholder and also a hil 
to exempt disability benefits under ae. 
cident insurance policies from claims of. 
creditors. 








SALES RECORDS SET 





Northwestern National—With an in- 
crease of 28 percent over the first three 
months of last year Northwestern Na- 
tional had the largest first quarter sales 
of regular business in its history, to- 
taling $15,886,025. Group totaled $899,- 
476. 

State Mutual Life—Ended first quar- 
ter with 3.8 percent gain in paid busi- 
ness over last year and gain in each of 
the three months, the March increase 
setting a high for the year at 8.09 per- 
cent. 


Bankers, Iowa—March new business 
was the biggest for the year to date 
with $5,705,164, an increase of nearly 12 
percent over March, 1935. Total new 
business received March 31 set another 
record for the year when 332 applica- 
tions for $911,150 were submitted. 


Fidelity Mutual Life—Reports sharp 
upturn in business submitted in March. 
Substantially greater than in February, 
it exceeded March records for 1935 by 
more than 21 percent. 


National Life, Vt—Notwithstanding 
interruptions in business due to floods, 
the agents produced 15% percent new 
paid business increase in March. This 
was the 17th consecutive monthly in- 
crease, and brought increase in force 
as well. 

Pilot Life—March volume largest in 
history, $4,717,607, exceeding the previ- 
ous high month by more than 16 percent. 
March was ‘“President’s Month” in hon- 
or of President Emry C. Green, who 


-it was. 





reported insurance in force and _ assets 
substantially increased in first quarter, 
and at highest peak in history J. M, 
Waddell and W. B. Clement, managers 
ordinary and industrial departments re- 
spectively, reported outlook is for a 
highly successful year. : 


Occidental Life, Cal.—Established an 
all-time record in March by writing 
$9,672,000, an increase of 73.3 percent 
over last year. It now has more than | 
$216,000,000 in force. 


Kansas City, Life—A volume of | 
$8,027,713 on 4,676 applications was 
written in March to honor President 
J. B. Reynolds, whose birthday month | 
A special one-day campaign” 
March 16 resulted in $1,742,434 of busi- 
ness. Dallas Alderman’s home office 
city agency, with 33 producers, wrote’ 
$681,365 of business on 232 applications. 
Applications averaged $2,743, and pre- | 
mium $28.35 per thousand. C. P. Car) 
roll led the agency and the company 
with $136,500. In comparison with pro- 
duction in 1929 and 1930 the results” 
showed a decreased average volume pet ” 
application, but an increased premium — 
per thousand. | 

Yeomen Mutual.—Sales increases of 
49 percent for March and 53 percent for 
February in the two-month “Going 
Places” campaign are reported. The 
average policy written was appreciably 
higher than last year. 

Penn Mutual Life—March paid for 
production increased 18 percent ovef | 
March last year. 
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In PHILADELPHIA 


STRATFORD 


One of the few famous hotels 
in America—One of the great 
Hotels of the World—offering 
a traditional hospitality —a 
distinguished cuisine — and 
every modern comfort for 
travelers. 


Rates begin at $3.50 


CLAUDE H. BENNETT, Gen. Mgr. 


Booking Offices in 
New York: 11 W. 42nd St., Longacre 5-4500 
Pittsburgh: Standard Life Bidg., Court 1488 














